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Liverpool Chairman 
Declares Cooperation 
Among Insurers Vital 


Competition Which Does Not Give 
Better Service to the Public 
Usually Injurious to All 


CITES LOSSES IN MARINE 


Pattinson Then Points to Improved 
Results in 1937 in Fire And 
Casualty Fields 


Interesting observations based upon 
world-wide experience with different 
lines of insurance were made by A. E. 
Pattinson, chairman of the Liverpool & 
London & Globe, at the recent 102nd 
annual meeting of the company at Liver- 
pool, England. One matter which he 
considers of vital importance to insur- 
ance is unsound competition and the re- 
sultant necessity for cooperation among 
insurers. 

“Where competition results in better 
service to the community it is amply 
justified,” said Mr. Pattinson, “but the 
value of competition which only bene- 
fits one competitor at the expense of 
another, and sometimes benefits neither, 
is, to say the least, problematical. There 
is no doubt that such competition ab- 
sorbs energy which would be better di- 
rected into other channels, and involves 
expense which could with advantage be 
saved, and the cost of which must be 
met in the long run by the insuring 
public. 

Much Still Remains Undone 


“In insurance, where for the most part 
the selling price is fixed before the cost 
price can definitely be ascertained, co- 
operation amongst insurers is a vital 
necessity. Though a great deal has al- 
teady been done, the knowledge that 
much still remains undone is my excuse 
for referring once more to a matter 
which has been the subject of remarks 
from this chair on several occasions in 
recent years.” 

He pointed to marine underwriting as 
a field where unsound competition and 
lack of sufficient cooperation has worked 
havoc with rates and underwriting re- 
sults. For the first time since 1926 the 
Liverpool shows an underwriting loss. 
_“The measures taken by underwriters 
in 1937 to improve hull business are well 
known, but notwithstanding the revival 
of cooperation in the hull market, the 
Position is still unsatisfactory. Coin- 
cident with the increased number of 
casualties at sea, the cost of repairs has 

(Continued on Page 22) 
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A Day's Two Breaks 


This chatty story, ending with a “hot tip” on one type 
of June business, comes to us from a Louisiana correspond- 
ent:— 














Was thumbed for a ride today. Being one of the weak-minded 
who hate to see anybody walk, I took the man in. He asked my 
what business I was in. Said then, he’d been thinking about taking a 
policy. Answering about his occupation he said, “I am a sncek 
hunter. Ship rattlers and moccasins to museums all over the country.” 
A snake-bitten case! But— 

This afternoon I neatly tailored a man for a Sala~y Continuance 
policy, and gave him some candy for his wife and children. He said 
in parting, “When I have sold my rice I will have my ten-year-old 
boy take a policy. He is the oldest of my six—all will have policies 
when they are old enough.” Six bloomlets in Allah’s garden! 


June ends the school year, and a host of ten-year-olds 
have made their parents proud of them. Reach those 











parents now, and you will have a better chance to insure 
the youngsters than at any later time until high school 
graduation. 
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Massachusetts Mutual 
Agents Ass’n Meets 
At Swampscott 














Practical Sales Talks and Seminars 
Feature 46th Annual Agents 
Convention 


HEAR PRESIDENT PERRY 


Sees No Need ‘for Concern as To 
Investments in Primary Rail- 


road Bonds 


More than 650 attended the forty- 
sixth annual convention of the Agents 
Association of the Massachusetts Mu- 
tual Life held at New Ocean House, 
Swampscott, Mass., Monday through 
Wednesday of this week. Practical 
selling plans and techniques character- 
ized the talks and in addition there were 
three sales seminars, special gatherings 
of supervisors, C. L. U.’s, with time out 
also for recreation. 

A feature of the convention was the 
address by Bertrand J. Perry, president 
of the company, who discussed invest- 
ments. The meeting was opened by 
Anthony E. Veith, St. Louis, president 
of the Agents’ Association. Among 
home office executives to address the 
arents were Vice-Presidents Josenh C 
Behan, Alexander T. Maclean and Ches 
ter O. Fischer. John Marshall Hol 


combe, Jr., manager, Life Insurance 
Sales Research Bureau, was guest 
speaker. 


Special Croup Gatherings 


The home office clinic was presided 
over by Arthur D. Lynn, assistant di- 
rector of agencies, with the following 
home office people taking part: John 
F. Handy, associate counsel and Walter 
C. Sullivan, attorney, discussed legal 
matters; James L. Marchese, manager 
benefit department, talked on settlement 
options; underwriting matters were han- 
dled by Michael Marchese, assistant 
secretary, and Arthur Faulkner, man- 
ager underwriting department: sales pro- 
motion was in charge of Charles W. 
Hall, assistant director of agencies, and 
Seneca M. Gamble, agency assistant. 

At the banquet Monday night Wray- 
burn M. Benton, agency secretary, was 
toastmaster. There was a special C. L. 
U. luncheon at which John E. Davis, 
Pittsburgh, was chairman, which was 
addressed by Paul F. Clark, Boston, di- 
rector, American College of Life Un- 
derwriters. One of the features put on 
by the field representatives was the 
daily conference by Lawrence E. Simon 
and associates, New York City. 


Difference in Mortgages 


In discussing mortgage investments 
President Perry told the agents’ con- 
vention that there was a vast difference 
between the mortgage issues of even the 
same railroad system. By way of illus- 


(Continued on Page 12) 
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LIFE INSURANCE 
‘ ry. 
QUESTION BOX 
Q. What chance has your child of becom- 
ing fatherless before reaching 17? 
A. A child at birth has about one chance the 
in ten, on the average, of becoming father- mo 
less before the age of seventeen. Life in- Pre 
surance can guarantee funds for your child’s pat 
education, regardless of chances. = ins 
ou! 
. . . tim 
ai . , cl 
Q. Which country leads in ownership of 
life insurance P ent 
A. The United States. With only 7% of rs 
\s) 
the world’s population, people here have S the 
70% of the life insurance. me 
pha: 
. . . 
] 
Q. Why does the United States lead? sal 
ag 
A. Largely because of the work here of she 
life insurance agents. These thousands of » fr 
men and women, by their patient activity, ore 
have helped make life more secure. the 
Bee ye es dei 
ye 
Q. How much life insurance should you -- 
have? th 
A. It depends on many personal factors, dir 
such as che number and ages of your chil- ps 
dren, your own age, the amount of your om 
savings, etc. Ask an Equitable agent to ab 
work out the answer. on 
in! 
“y 
edi : . ° of 
The Equitable welcomes questions concerning a 
life insurance. Your note to ‘‘The Equitable th 
Counselor’’ at 393 Seventh Ave., New York, th 
N. Y., will receive prompt attention by mail. th 


- + To have and to hold - - 





When you have a life insurance policy you hold the certainty that 


of 
your loved ones will be protected. You have membership in an THE EQU ITABLE : 
in 


institution which has survived depressions, wars and plagues. 
FAIR — JUST 7 


You have the security that comes from a multitude of people Tas Gaye: " 
° e . ° Ce 
combining their resources. In insurance on a permanent plan, ) 


SECURITY — PEACE OF MIND se 








you have a value which increases the longer you hold it. 


PRESIDENT 





One of a Series of Equitable Advertisements Appearing in National: Publications 
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Chandler Bullock Emphasizes Insurance 
As Protection Against Untimely Death 


At the five recent regional meetings of 
the State Mutual Life agency forces, the 
most recent being at Boston as reported 
in last week’s The Eastern Underwriter, 
President Chandler Bullock of the com- 
pany spoke on the major purpose of life 
insurance which he called its “most glori- 
ous function .. . to protect against un- 
timely death.” President Bullock de- 
clared: “We have something real to sell 
and distribute, let’s sell it even more 
enthusiastically. We, all of us in our 
business, are more necessary to the eco- 
nomic and social welfare of this country 
than any government scheme of pay- 
ment, aid, relief or pension that ever 
has been or can be devised.” 

Reporting on production, Mr. Bullock 
said that of the twenty leading general 
agencies of the company exactly ten 
showed an increase of business for the 
first four months of the year in spite 
of general conditions. He cited figures 
from a twenty-five-year survey made by 
the Association of Life Insurance Presi- 
dents which showed that in only nine 
years were the total sales of Ordinary 
life insurance more than the total for 
1937. Those few years were from 1923 
through 1931. In 1937 total sales of Or- 
dinary life insurance in all companies 
were $5,590,982,000, which is $600,000,000 
more than was sold in 1922. “There is 
much absolutely unnecessary lamentation 
about the supposed limits and restrictions 
on the present market for the sale of life 
insurance,” President Bullock declared. 
“We must remember that the total sales 
of Ordinary life insurance today and last 
year and even during all the years of 
the depression were three to four times 
the volume that was ever sold before 
the World War.” 

Cites Causes of Death 


In the main part of his address Presi- 

dent Bullock made these statements: 
_ “Today we life insurance companies of- 
fer a wide variety of contracts that fit all 
conditions of life. In these days of great 
difficulty of investments the so-called in- 
vestment contracts, endowments, retire- 
ment incomes, retirement annuities and 
annuities generally have come into much 
favor. We are indeed investment trusts 
with first liens on the best properties 
in the United States. Rather than take 
the hazards of individual investment 
more and more of the public are ready 
to transfer their investment diversifica- 
tion and difficulties onto the broad and 
capable shoulders of the insurance com- 
panies with their well-run statistical re- 
Search departments. If you live, life in- 
surance is indeed thrift; but—and here 
is the theme of my remarks—if you die, 
then it is real insurance. For after all 
the most glorious function, the major 
purpose, of life insurance companies is 
to protect against untimely death. And 
death stalks everywhere. 

“This is an uncertain world and_ will 
remain so. Life insurance is one of the 
few certain factors in it—almost the only 
One other, than death and taxes. And 
our superb accomplishment is—we soften 
the blows of those two great unavoid- 
ables. Let us scan briefly some of the 
hazards to life that history and experi- 
ence prove are still existent. 

"W hat was our own company’s experi- 
ence in untimely deaths because of the 
late World War? Exactly sixty of our 
youthful policyholders were actually 
illed in action or died of wounds re- 
ceived in battle. The World War lasted 
through a large part of 1917 and 1918. 
In brief, the war alone brought nearly 








CHANDLER BULLOCK 


5% of our policyholders deceasing in 
those two years to untimely graves by 
death from battle action not including 
many who died of accidents or diseases 
in camps and saying nothing of the per- 
manently maimed who are today receiv- 


ing our permanent disability income pay- 
ments. ; 

“Then what about that flu epidemic 
which swept over this country, the cause, 
the germ of which still remains among 
the unsolved mysteries of nature? That 
epidemic of eighteen years ago brought 
untimely death to 600,000 men and women 
in this country. The mortality in this 
company in October, 1918, ran up to 
205.8% of the table; in November 151.3%, 
and in December of 1918 129.8%. And 
it was not until the late Spring of 1919 
that the mortality dropped below 100% 
of the mortality table. And all this is 
within the memory of many of you. 

Autos Killed 40,300 in 1937 

“As the result of that flu epidemic the 
Massachusetts Insurance Department re- 
quired the Massachusetts companies to 
make monthly reports of the mortality 
traceable to the epidemic. The reports 
of this company show death claims from 
that cause alone in eighteen brief months 
with a total payment of $1,168,146, rep- 
resenting 458 policies on 361 different 
policyholders. 

“Let us pass to a hazard now ever 
present—and increasing. What about au- 
tomobile deaths? The figures now col- 
lected show this: 40,300 American men, 
worien and children who were alive on 
January 1, 1937, were dead when the 
year closed. They were killed not by 
artillery shells or airplane bombs but 
by the ordinary automobiles in which 


American Institute of Actuaries 


Reelects V. 
By George 


Victor R. Smith, general manager of 
the Confederation Life of Toronto, 
Canada, was reelected president of the 
American Institute of Actuaries as the 
two-day annual meeting held at Chicago 
last week drew to a close. Mr. Smith’s 
reelection was unanimous. 

Other officers to be reelected were 
these: First vice-president, Reinhard 
A. Hohaus, assistant actuary, Metropol- 
itan Life; second vice-president, Wil- 
liam F. Poorman, vice-president and ac- 
tuary, Central Life Assurance Society, 
Des Moines; secretary, Will D. Mac- 
Kinnon, assistant actuary, Equitable Life 
of Iowa; librarian, Erston L. Marshall, 
vice-president LaFayette Life, LaFay- 
ette, Ind.; and editor of the record, 
James S. Elston, assistant actuary, life 
department, Travelers. 

Ross E. Moyer, vice-president of the 
Continental Assurance Co. of Chicago, 
was elected treasurer. 

Members elected to the board of gov- 
ernors for three year terms were Wilbur 
M. Johnson, vice-president and actuary, 
Central Life of Illinois; Elgin G. Fas- 
sell, assistant actuary, Northwestern 
Mutual, and Charles A. Taylor, actuary, 
Life Insurance Co. of Virginia. 

Discuss Current Problems 

The discussions which occupied the 

two days were concerned with problems 


that are confronting life companies 
throughout the country today. These 
concerned themselves with broadening 


scope of actuarial functions, as was 
urged by President V. R. Smith in his 
opening address, discussions of admis- 
sion of mortality tables in court cases, 
investment problems, agency manage- 
ment and production, conditions affect- 


R. Smith President 


Applegren 


ing underwriting, reinstatement of lapsed 
policies and various matters of general 
nature. 

Mr. Smith’s address before the con- 
vention urged the continuance of the 


VICTOR R. SMITH 


Institute’s resolve for better equipping 


actuaries for their work. 


Discussing the “Admissability of Mor- 
in Court 
Simon Shannon of the Great- 


tality Tables in Evidence 
Cases,” 


(Continued on Page 12) 





almost all of us ride every day. This 
new mortality record for the nation’s 
highways is nearly 3,000 larger than the 
total of American soldiers killed in the 
battle field of the World War. It takes 
no account, moreover, of the million 
other Americans who were injured in 
automobile crashes during the year, many 
of them crippled or disfigured for life. 

“Death rides in the wind, he is every- 
where. Death rides in the increasing 
traffic in the highways. He is in the 
street out there now, this very minute 
—invisible but there, ready to take ad- 
vantage of just a second’s carelessness 
by somebody. 

“Yes, we are talking about death. We 
cannot shrink from it because our busi- 
ness is distinctly the alleviation of death. 

“It is all very well for company exec- 
utives in their reports to show that more 
money is paid or credited to living policy- 
holders than in death claims. We find 
no fault with the agent who may occa- 
sionally stress surrender values; it is 
often advisable to sell investment poli- 
cies, so-called. But we wonder if some 
fieldmen do not slip over too hastily 
and too ineffectively with their prospects 
the genuine threat of premature death. 
The emotional side of our business is 
sometimes unwisely neglected. 

“The records of all the insuring life 
companies show that every year about 
10% of all deceasing policyholders died 
as the result of violent causes. Not far 
from 3% of policyholders dying yearly 
die as the result of an automobile acci- 
dent. Nearly three out of every 100. 
We know, of course, many drivers drive 
as if rehearsing for an accident, and so 
are a menace on the road to you and 
me as well as themselves. 

706 Deaths From Violent Causes 

“As a matter of interest let us look 
into the experience of our own company 
in the mortality of our policyholders in 
the last six years, 1932 to 1937 inclusive, 
and when there was no flu epidemic and 
no World War. I have these figures 
from the claim department that 6,375 
of our policyholders died in those six 
years. Of that number 706 died from 
violent causes and that percentage is 
11.07%. And most all violent deaths are 
premature deaths. Of the 6,375 pelicy- 
holders dying in the last six years 810, 
or more than 11%, died within five years 
from the time they were medically se- 
lected as sound and insured by us. 

“These figures cannot be escaped. To 
summarize, at the very least, one out 
of ten policyholders insured by the life 
companies dying in any given year, dies 
within five years from the inception of 
his insurance after his medical examina- 
tion. And between a quarter and a third 
die within a brief ten years of their med- 
ical acceptance. Who wants to take such 
chances—if he is really made acquainted 
with those collected facts? 

“Moreover, explain it as you will, the 
reports of all life insurance companies 
for some decades show that never in any 
one year has the average age at death 
of policyholders dying during any given 
year been over 58, and the average age 
at death of deceasing policyholders is 
usually 55 or 56—and that is some years 
short of the alleged Social Security Act 
‘Golden’ Age of 65. 

“Are all of us really getting over to 
our prospects the pertinent query ‘Why 
leave everything to chance—why not 
leave enough to your family ?’” 

Stephen Ireland Speaks 

Among company officers who spoke at 

(Continued on Page 12) 
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Great-West Names H.W. Manning and 
F. D. MacCharles General Managers 


Following the recent death of C. C. 
Ferguson, for many years general man- 
ager of the Great-West Life of Winni- 
peg, that company has appointed H. W. 
Manning, formerly assistant general 
manager, as joint general manager of the 
company with F. D. MacCharles, former 
assistant general manager and actuary. 





H. W. MANNING 


Mr. MacCharles also retains the post as 
chief actuary of the company. H. A. H. 
Baker, superintendent of agencies, be- 
comes assistant general manager and su- 
perintendent of agencies. 

Mr. Manning was born in Toronto in 
1889 and was educated there, graduat- 
ing from the University of Toronto. His 
entire business career has been spent in 
life insurance work. For a number of 
years he served the North American 
Life as branch office executive and later 
became associated with the Home Life 
of New York as agency executive. In 
1931 he was appointed assistant general 
manager of the Great-West Life and 
during the past seven years has left his 


impress in a large way on that company. 


He is well known in life insurance 


circles throughout Canada and _ the 
United States. He is vice-president for 
Manitoba of the American Life Conven- 
tion and chairman of the agency section 
of that body. He is a member of the 
Manitoba and the St. Charles Country 
Clubs. 

F. D. MacCharles was born at Middle 
River, Victoria County, N. S., came to 
the West at an early age and graduated 





F. D. MacCHARLES 


in 1909 as a Bachelor of Arts of the 
University of Manitoba. Two years 
were spent in post-graduate work in 
mathematics at Princeton University, 
from which he received the Master of 
Arts degree. He joined the Great-West 
Life in 1911 and became a Fellow of the 
Actuarial Society in 1919. In January, 
1920, he was appointed assistant actuary 
of the company, and rose to actuary 
early in 1921. In 1931 he was appointed 
assistant general manager and actuary. 
He is an active member of the Winni- 
peg Winter Club, of which he was presi- 
dent, of the board in 1933-34. He is also 
honorary secretary of the St. Charles 
Country Club, a member of the Manitoba 
Club, a member of the board of gover- 
nors of the University of Manitoba, ap- 
pointed in 1935, chairman of the board 
of administrators of the Teachers’ Re- 
tirement Fund of Manitoba and a mem- 


ber of the board of trustees of the 
Manitoba Hospital Service Association. 


H. A. H. Baker is a member of an 
old Winnipeg family and was born in 
Winnipeg in 1892, son of George W. 
Baker, K. C. He was educated in Win- 
nipeg Proprietory School and St. John’s 
College. Prior to 1923 he was associate 
general agent of the Equitable Life So- 
ciety at Winnipeg and agency manager 
of the Equitable in New York City. 
From 1923 to 1933 he was with the Sun 
Life of Canada serving as branch man- 
ager in Sherbrooke, Quebec, and Minne- 
apolis. He joined the Great-West Life 
in 1933 as branch manager in Winnipeg 





H. A. H. BAKER 


and in 1934 became manager of the com- 
pany’s branch office at Toronto. For 
the past six months he has beer. super- 
intendent of agencies with headquarters 
in Winnipeg. Prior to his appointment 
as superintendent of agencies, Mr. 
Baker was a director of the Life Under- 
writers Association of Canada and had 
previously been vice-president for the 
Province of Quebec. He was president 
of the Life Managers Association of 
Toronto when he was called to Winni- 
peg as agency superintendent. He has 
the Chartered Life Underwriter degree. 
In Minneapolis, he was president of the 
Life Underwriters of that city and presi- 
dent of the Minneapolis Association of 
Life Insurance Managers and General 
Agents. He is a member of the Mani- 
toba and St. Charles Country Clubs of 
Winnipeg and of the National Club of 
Toronto. 





increasing prominence. 





MANUFACTURERS 


Built on Sound Principles 


For more than 50 years the 
Manufacturers Life has been 
the principles of Life Insurance and a complete appreciation 
of the problems of agency building. Our organization in the 
United States is growing soundly to a position of ever- 


rowth and progress of the 
ased on rigid adherence to 


INSURANCE AND DEFERRED ANNUITIES IN FORCB 
556 MILLION DOLLARS 
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Executor of Will Gives 


Advice to Insurance Men 
Duties of an executor was the subject 
of a talk by W. Rankin Furey, general 
agent, Pittsburgh, Berkshire Life, at the 
May meeting of the Pittsburgh Life Un- 
derwriters Association. Mr. Furey is 
just now completing his duties as execu- 
tor of his father’s estate. He followed 
through the various steps incident to 
that of an executor, starting with the 
will. There were several points which 
through his own personal experience, 
Mr. Furey recommended. One was for 
the agent to urge a larger life insurance 
clean-up fund; another that the agent 
create a larger life insurance income 
fund, and he warned his listeners not 
to count on income from the estate for 
at least sixteen months after the death 
of the decedent, instead of the usual 
twelve months which most. authorities 
advise. 

Mr. Furey seemed to think that in 
many cases the estate is so unsettled 
and disrupted for at least sixteen months 
instead of twelve that it is better to pro- 
vide for a large life insurance income 
during that sixteen months’ period so 
that the beneficiary or the widow shall 
not be financially embarrassed while the 
estate is being settled. He pointed out 
the advantages of life insurance in that 
no forms, no transfers, no waivers are 
necessary. He made the statement that 
if all men, regardless of their financial 
standing, put all that they save in life 
insurance and annuities to the exclusion 
of any other form of investment, they 
would be much better off. 


YOUNG PEOPLE GOOD MARKET 





Chicago Group of Travelers Life and 
Accident Agents Advised to 
Cultivate Small Buyers 
Over 200 Travelers life and accident 
agents in Chicago and suburbs were ad- 
monished that today’s life insurance mar- 
ket is to be found among buyers of 
smaller amounts, at a meeting called by 
E. B. Dudley, manager of the Insurance 
Exchange branch June 3. Talking on 
“Today’s Market,” M. F. Jones, assistant 
supervisor of agency field service, de- 
clared that stress should be placed on 
insuring the small buyer, notably the 

young men and women. 

Talks were given by W. H. Dunkak, 
South Side branch manager, on “Selling 
the Young Man”; A. H. Ahresmann, 
assistant manager, Insurance Exchange 
branch, on “Selling the Small Buyer, 
and by E. H. Winkel, North Side branch 
manager, on “Selling Insurance 0 
Women.” B. H. Groves, assistant branch 
manager, talked on “Salary Allotments 
and “Employer-Employe Plans.” 


SCRANTON LIFE’S GOOD MONTH 

Vice-President and Actuary R. Merti- 
man, Scranton Life, reports that May 
recorded a new high for the year in paid 
business. Both written and paid bus! 
ness exceeded any month since Decem- 
ber, 1937. May business was slightly 
higher than the paid-for in May, 1937. 
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Aetna Life Appoints 
Sisson in Carolina 

NOW ASSISTANT GENERAL AGENT 

formerly With K. A. Luther in New 


York City; Takes Position With 
C. C. Edwards on June 1 





The Actna Life has announced the ad- 
yancement of Clyde Sisson to the posi- 
tion of assistant general agent for the 
State of South Carolina, effective June 1. 
Mr, Sisson, formerly supervisor for K. A. 
Luther, general agent of the company’s 
Forty-second Street Agency in New York 
City, will become associated with c. ©. 
Edwards, general agent for South Caro- 
lina. He will make his offices in 
Columbia. 

Mr. Sisson is thirty years old and has 
heen associated with the Aetna in New 
York for only a little more than four 
vears. He started as a salesman in 
1934, with few contacts in New York 
City but soon became a successful under- 
vriter. He showed marked supervisory 
ability and consequently was promoted 
to supervisor in 1935, which position he 
has held until June 1. 

Although he was born in Alabama, 
he spent most of his early life in Missis- 
sippi. He attended the University of 
Chicago and Kansas Wesleyan Univer- 
sity, graduating from the latter in 1931. 
He held the Kansas intercollegiate tenn‘s 
singles title at one time and is a golf 
and bridge enthusiast. 


T. H. Daniel 40 Years 
With Union Central Life 


Thomas H. Daniel, general agent fo1 
the Union Central Life in Atlanta, Ga., 
completes forty years with the company 
this month. His first job was as a sten- 
ographer and bookkeeper in the Leary 
& Haas agency of the company in At- 
lanta. Later that same vear he was 
amnointed agency cashier by the home 
office and a few months later he asked 
for a rate book and got it. In July, 
192, he was accepted by Haas, then 
sole general agent, as a partner and in 
June, 1905, Tom Daniel bought out the 
man who had hired him seven years 
before. 

Tn 1905 the Atlanta agency had $1,- 
500.000 on the books. Today it has 
49.214,764 in force. Last year it stood 
fifth in the company. paid for $3,653,844 
of new business. In 1932, when the 
arency at Macon was closed, the home 
office added that territory to the Daniel 
agency, giving him jurisdiction for the 
entire State of Georgia. At the annual 
meeting in 1935 Mr. Daniel was elected 
a director of the Union Central. He 
has been active in civic affairs in Atlanta 
and has served as president of the At- 
lanta Life Underwriters Association. 


Upholds Pacific Mutual 


The rehabilitation plan for the old 
Pacific Mutual life under which Califor- 
"a Insurance Commissioner Samuel L. 
Carpenter, Jr., took over the assets of 
the old company, and through whose re- 
habilitation plan the new company was 
formed, were approved by Judge Willis 
in Federal District Court at Los An- 
veles last week in which the constitu- 
tonalitv of the state insurance code un- 
der which this action was taken was ur- 
held and motions by a stockholder to set 
aside the orisinal orders of the court 
were dismissed. 


DELONG AGENCY REPORTS GAIN 


The C. E. DeLong agency, Mutual 
Benefit, New York City, reports paid 
business for May was $1.101,600 as com- 
bared with $1,100,050 in May, 1937. Total 
vad business for the first five months 
's $6,588,153 as compared with $5,749,750 
'n the same period last year. At the end 
of every month total business in the 
Del ig agency for the year has shown 
an Increase over the corresponding period 
of 1937 











DEPENDABLE PERFORMANCE 








Big Enough Then 


This little safe was sufficient to take care of the busi- 
ness needs of The Connecticut Mutual during its early 
years, and is symbolic of the relatively small amount of 
life insurance bought in the 1840’s. In fact, the total 
volume of new sales for all companies at that time didn’t 


exceed $12,000,000 a year. 


Today, the worth of life insurance is so widely rec- 
ognized that the underwriters of America sell $12,000,- 
000 of life insurance each day before they’re ready to 
go to lunch. Based on the annual production of the past 
several years, it is safe to say that life insurance men will 
sell at least one thousand times $12,000,000 of new 
business during the next twelve months. 
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INSURANCE COMPANY: HARTFORD 
omar: Sm ea TR A 


Webster President 
Pittsburgh Greup 


AGENCIES COMMITTEE MEETS 


Lawrence C. Woods, Jr., Vice-President; 
Summer Outing Planned with R. R. 
Dodson Chairman 

Pittsburgh general agents and man- 


agers elected officers at the annual 


meeting of the Agencies Committee of 
Pittsburgh June 2. 
agent 


Steacy E. Webster, 


general Provident Mutual, was 





STEACY E. WEBSTER 


elected president. Mr. Webster, who 
served during 1937 as president of the 
Pittsburgh Life Underwriters Associa- 
tion, is at present also head of the 
Pennsylvania state association and has 
just completed a year as president of the 
general agents’ and managers’ organiza- 
tion of the Provident Mutual Life. 

Lawrence C, Woods, Jr., unit manager 
of Edward A. Woods Co., also a past 
president of the Pittsburgh Life Under- 
writers Association and a past president 
of the National C.L.U. Chapter, was 
elected vice-president. 

A summer outing is planned at one of 
the local country clubs, with the com- 
mittee in charge consisting of Robert R. 
Dodson, manager General American Life, 
chairman; Andrew F. Goyette, general 
agent United Life & Accident, and Ben- 
jamin F. Davis, manager Pacific Mutual. 

Dr, Verne C. Steward outlined a new 
system of study and investigation being 
conducted by him under the auspices of 
the R. & R. Service. 





Republic National Gets 
Two Omaha Life Companies 


Reinsurance contracts by which the 
Republic National Life, Dallas, takes over 
the National Thrift Assurance and the 
American Annuity Assurance, both of 
Omaha, have been approved by Insur- 
ance Director Smrha. They had previ- 
ously been approved by the Texas De 
partment. 

Republic National agrees in each in 
stance to serve thrift certificates separ- 
ately from other accounts, and not to 
charge more than the $2 a unit rate 
fixed as a maximum in the policies. It 
will maintain an office in Omaha. H. O. 
Hutson, former head of the reinsured 
companies, goes to Dallas, while Frank 
M. Johnson, general counsel, will repre- 
sent the Republic National in that 
capacity in Nebraska. 


AGENCY’S ACCIDENT MONTH 


The Connecticut General has set aside 
the month of June as accident month 
for the Goulden, Cook & Gudeon agency, 
80 John Street, New York City. 
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C. N. Leyendecker J. A. Schnur 


Jerome Schnur and Clarence Leyen- 
decker, Leyendecker-Schnur agency, 
Guardian Life, with headquarters in the 
Transportation Building, 225 Broadway, 
New York City, were hosts at an all- 
day golf, tennis, bridge and evening din- 
ner party at Raritan Valley Country 
Club, Somerville, N. J., on Tuesday of 
this week. There were 
members of the agency and guests at 
luncheon and ninety at the evening din- 
ner. Included among the 
James A McLain, vice-president, Guar- 
dian Life; F. F. Weidenborner, superin- 


ninety-eight 


guests were 


Old Pacific Mutual Case 


Before Court at Phoenix 
U. S. District Judge David W. Ling, 
at Phoenix, Ariz., on June 3, after argu- 
ment by government and defendant 
counsel. took under submission the bill 
of particulars demanded by the thirteen 
indicted former officials of the Old Pa- 
cific Mutual Life, who are accused of 
mail fraud charges. 


Attorney Irving M. Walker of Los 
Angeles. by stipulation, represented all 
the defendants who were seeking the 
bill, with special assistants to the Attor- 
ney General Dan E. McGrath and Ben 
Foster appearing for the government. 
Tack Irwin, counsel for former Actuary 
Alfred G. Hann, also appeared. 

Mr. Walker, in his argument, demand- 
ed that the government prosecutors am- 
plify the charges against the defendants, 
pointing out that the conspiracy count 
in the indictment, apparently charged 
offenses covering a nineteen year period, 


from 1918 to 1937. 





LANSING ASS’N OFFICERS 

The following new officers were elect- 
ed by the Lansing Life Underwriters As- 
sociation at the annual meeting last 
week: President. Earle Howe, Dominion 
Life; vice-president, Herbert Henry, 
Aetna Life: secretary. Henry Novakoski, 
Canada Life; treasurer, Jack Krause, 
Penn Mutual Life: directors, C. B. Car- 
man, Eanitable of Iowa. and Ben De- 
marest, Bankers Life of Des Moines: 
national committeeman, Allen Ocgilvie, 
Kansas City Life. Mr. Demarest was 
the past year’s president. 





DUFFIELDS TO SAIL JUNE 25 


Mr. and Mrs. Edward D. Duffield will 
sail on the Paris June 25 to spend two 
months in France, Norway, Holland, 
Sweden, Denmark, England, Ireland and 
Portugal. Mr. Duffield is president of 
the Prudential Insurance Co. 


Mrs. M. V. Trachtenberg 


tendent of agencies; Dr. M. B. Bender, 
medical director; Edward Ruge, under- 
writing secretary ; George L. Mendes, as- 
sistant superintendent of agencies; and 
John C. Slattery, publicity manager. 

This outing and dinner were staged in 
the nature of a celebration of the agen- 
cy’s activities during April in honor of 
Vice-President McLain, and apart from 
the inconvenience experienced through a 
strike staged by the caddies of Raritan 
Valley Country Club, it was a grand 
success. 

The Leyendecker-Schnur general 
agency of the Guardian Life started from 
scratch a little over four years ago. It 
is now in its fifth year of operation and it 


em 
ate. og 
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S willsglal 


kegs 
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Frank F. Weidenborner, Jr., Superintendent of Agencies 
James A McLain, Vice-President 
George L. Mendes, Assistant Superintendent of Agencies 


is the number one agency of the Guar- 
dian Life. The success of the agency 
is a result of the vibrant spirit injected 
into everything it undertakes by the two 
men who brought it into being. 

When it comes to production cam- 
paigns this office takes on the nature of 
a friendly business-getting war. They 
stage all sorts of pulsating contests with 
each section vieing with the others to 
come out first best, to the end that when 
noses are counted at the completion of 
each battle of ‘apps” the production is 
found right up in front of Guardian Life 
business-getting units. 

At the dinner on Tuesday cvening 
Vice-President McLain, in his usual 
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happy and efficient manner, presented 
several recognitions to members of the 
agency personnel who had achieved dis- 
tinction during the month set apart by 
the Guardian Life to honor its popular 
agency executive. 

The several prizes won in the golf 
competition were presented at the dinner 
by W. L. Hadley of The Eastern Under- 
writer, who acted as major domo of the 
golf party and master of ceremonies at 
the dinner. 

A fine day was provided for the party 
and the golf scores, running from a high 
gross of 142 down to a low gross of 8}, 
were a sure indication that plenty of 
exercise was had by all who participated. 


Sam R. Hay New President 


Of Texas State Association 


Sam R. Hay, Jr., director of the home 
office agency of the Great Southern 
Life, was elected president of the Texas 
Association of Life Underwriters at their 
thirteenth annual convention at Galves- 
ton, June 3 and 4. He succeeded O. D. 
Douglas, Lincoln National Life, San An- 
tonio. 

Five regional vice-presidents were 
elected as follows: R. Barney Shields, 
Great National Life, Dallas; H. B. Wer- 
nette, National Life and Accident, Corpus 
Christi; Felix Hargis, Jefferson Stand- 
ard, San Angelo; H. D. Mouzon, Jr, 
Amicable Life, Fort Worth, and Allen 
Bruce, Pacific Mutual, El Paso. The 
ne eee will be appointed 
ater. 


NAME CO. IN FRAUD CHARGE 

A petition was filed in Circuit Court 
at Chicago on Tuesday charging the 
Illinois Bankers Life of Monmouth, III, 
with fraud in connection with the for- 
mation of the Trust Co. of Chicago in 
1930 in which the insurance company !s 
interested. The attorney general’s of- 
fice served notice on the Trust Co. that 
an injunction will be sought to prevent 
it from transacting further business 
pending outcome of the suit. 


MASSACHUSETTS ACTUARY 

Massachusetts Insurance Commissioner 
Charles F. J. Harrington announces the 
appointment as actuary of the State 
Department Arthur E. Cleary o 
Brighton. This post has been vacant 
for some time.’ Mr. Cleary is a Har- 
vard graduate. 


GOES TO SAN ANTONIO 
G. A. Davenport, general agent for 
Aetna Life in Chattanooga since Jant- 
ary, 1930, has accepted a similar posi- 
tion with John Hancock Mutual at San 
Antonio, Texas, with offices at 604 Milam 
Building. 
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Medical Section A.L.C. 
Announces Full Program 


TO MEET IN NORTH CAROLINA 





Annual Session Will Be June 16-18; Dr. 
Maurice B. Bender of Guardian Is 
Program Chairman 
When the Medical Section of the 
American Life Convention opens its an- 
nual meeting at Asheville, N. C., on 
June 16 it will be welcomed to North 
Carolina by Clyde Roark Hoey, governor 
of the state, and the members will hear 
greetings from Harry R. Wilson, presi- 
dent of the American Life Convention; 
Col. C. B. Robbins, manager and general 
counsel of A.L.C., and Dr. S. B. Scholz, 
Ir, of the Penn Mutual, president of 
the Association of Life Insurance Med- 
ical Directors. The annual meeting will 
be in session June 16, 17 and 18. Dr. 
Maurice B. Bender, medical director, 
Guardian Life, has released the complete 

program for the affair. 

Dr. W. E. Thornton, second vice-presi- 
dent and medical director, Lincoln Na- 
tional Life, will preside as chairman as- 
sisted by Dr. B. F. Byrd, associate medi- 
cal director, National Life & Accident. 
Dr. A. E. Johann, medical director, 
Bankers Life of Iowa, is vice-chairman. 
Dr. Henry Wireman Cook, vice-president 
and medical director, Northwestern Na- 
tional, is chairman of the golf tourna- 
ment. 

Some of the subjects and the speakers 
on the program are these: “Diabetes 
and Bright’s Disease as Selection Prob- 
lems,” Dr. William G. Exton, director, 
laboratory and longevity service, Pruden- 
tial: “Factors in Prognosis and Mortality 
of Gall Bladder Disease,” Dr. Warren 
H. Cole, medical department, University 
of Illinois. Dr. Cole’s paper will be dis- 
cussed by Dr. John E. Boland, medical 
director, Country Life, Chicago, and Dr. 
W. A. Jaquith, medical director, Colum- 
bus Mutual, Columbus, O. 

Actuary, Underwriting Executive 
to Speak 

The paper on “Southern Mortality,” 
presented by A. J. Koeppe, assistant ac- 
tuary, Union Central, will be discussed 
by Dr, William Muhlberg, medical direc- 
tor of the company. “Non-Tubercular 
Pulmonary Conditions,” Dr. G. G. Orn- 
stein, associate clinical professor of medi- 
cine, Columbia University, and “Some 
Aspects of Blood Pressure” by Dr. C. 
C. Birchard, chief medical officer, Sun 
Life of Canada, are among papers sched- 
uled for June 17. 

William H. Dallas, vice-president, 
Aetna Life, who is a past president of 
the Home Office Life Underwriters As- 
sociation, will present a paper on 
“Habits” at the last day’s session. He 
will be followed by Dr. Albert E. Rus- 
sell, assistant surgeon general of the 
United States Public Health Service, 
who will speak on “Prognosis of Proper- 
ly Treated Syphilitics.” 

Discussion leaders on the _ various 
papers will be these: Dr. Verne S. Cavi- 
ness, medical director, Occidental Life 
of Raleigh, N. C.; Dr. A. R. Stone, medi- 
cal director, Midland Mutual; Dr. N. J. 
Barker, assistant medical director, Con- 
necticut General; Dr. H. B. Brown, as- 
sistant medical director, Massachusetts 
Mutual; Dr. H. W. Crawford, medical 
director, Columbian National Life; Dr. 
F. T. Hallam, assistant medical direc- 
tor, State Life of Indianapolis, and Dr. 
Joseph Travenick, Jr., medical director, 
Life & Casualty, Nashville. 


RULING ON LABOR UNIONS 

According to an opinion of Attorney 
General Loomis to Insurance Commis- 
sioner Mortensen of Wisconsin, a labor 
union with more than 500 members, 
which sets up a sick and death benefit 
payment plan, is not exempt from the 
licensing provisions of the state insur- 
ance laws. Such labor unions, not re- 
stricted to persons engaged in hazard 
ous occupations and maintaining sick and 
death benefit plans,.come within the 
classification of mutual benefit societies 
and are subject to the same regulations, 
the ruling declared. 








PAUL V. MONTGOMERY 


Announcement of executive appoint- 


the Southland Life of 
Dallas has been sent to the field force 
of that company by A. Morgan Duke, 
president. Paul V. Montgomery is now 
vice-president and actuary, Colonel W. 
E. Talbot is vice-president and agency 


ments made by 


































COLONEL W. E. TALBOT 


director and W. C. McCord is secretary- 
treasurer. 

Mr. Montgomery, who is a Fellow of 
the American Institute of Actuaries, has 
served in a professional capacity with 
the Fort Worth Life, the Southwestern 
Life and the Southland Life as consti- 
tuted before this merger with the Gulf 





W. C. McCORD 


States Life. He has been actuary for 
the Southland Life since the consolida- 
tion last March. 

Colonel Talbot has spent his entire 
insurance career with the Southland 
Life. Mr. McCord was with the Ameri- 
can Life Reinsurance, Atlas Life oj 
Tulsa and for seven years was secretary 
and actuary of the Gulf States Life. 










Telephone Aid in Making 


Appointments For Agents 


When the Pittsburgh Supervisors Club 
met recently effective use of the tele- 
phone by insurance salesmen was dem- 
onstrated by representatives of the Bell 
Telephone Co. of Pennsylvania. It was 
contended that the telephone can be used 
to save time in getting appointments. 
Good and bad methods were presented 
and special emphasis placed on necessity 
for controlling the conversation. The 
telephone was not considered the proper 
place to explain whatever plan it is 
sought to present but it is convenient 
for making appointments, attending to 
service work and making delivery of pol- 
icies. Vincent B. Coffin, second vice- 
president and superintendent of agen- 
cies, and N. R. Korb, Harrisburg gen- 
eral agent, Connecticut Mutual, were 
guests of the club. A scroll was given 
William A. Arnold, II, who is leaving 
the Holgar J. Johnson agency prepara- 
tory to becoming a general agent for the 
Penn Mutual. 





CHICAGO COMMITTEE NAMED 


Earl M. Schwemm, president, Chicago 
Chapter of Chartered Life Underwriters, 
has appointed these members to the 
nominating committee: Frederick Bruch- 
holz, agency director, New York Life, 
chairman ; Walter N. Hiller, Stumes & 
Loeb agency, Penn Mutual, and John 
D. Moynahan, manager, Metropolitan 
Life. The slate will be announced on 
or about June 10 and the annual meet- 
ing will be held June 23. 





NEW JOHN HANCOCK MATERIAL 


The John Hancock Mutual has brought 
out an effective booklet describing for 
its field force its new retirement income 
promotional material. This includes a 
number of books liberally illustrated, 
some in color, the whole presentation 
aimed to make the approach to the re- 
tirement income prospect easier, more 
effective and finished in technique. 


PUBLIC RELATIONS ENDORSED 


The Chicago Association of Life 
Underwriters has adopted a resolution 
endorsing a full year program of public 
relations for the life insurance business 
as an institutional activity. 





Fidelity Mutual Marking 
Anniversary With Contest 


The Fidelity Mutual is marking its 
sixtieth anniversary year with a special 
year-long honor roll campaign. Honor 
roll qualification involves $160,000 or 
more of new paid insurance in 1938, or 
paying for new insurance on sixty or 
more lives during the year. In the in- 
terest of a low pressure campaign which 
will not interfere with periodic contests, 
the publicity features of the drive are 
limited to sticker seals, specially imprint- 
ed stationery and frequent mention in 
the company house magazines. 





AMERICAN NATIONAL MEETING 





Large Gathering at Galveston Following 
Texas Company’s Successful Oper- 
ations in 1937 

Approximately 1,000 persons attended 
the annual convention of the American 
National in Galveston May 25, 26 and 
27. They came from thirty-five states, 
and Cuba, Puerto Rico and Hawaii, In 
1937 nearly $60,000,000 in new business 
was placed on the books, raising the 
company’s total in force to $700,000,000. 

W. J. Shaw, vice-president and secre- 
tary, and B. Werkenthin, vice-president, 
were among the speakers. Other offi- 
cials having an active part in the con- 
vention were F. B. Markle, vice-presi- 
dent; Frank S. Anderson, general coun- 
sel; E. A. Rees, manager Industrial de- 
partment; G. S. McCarter, superintend- 
ent of agencies, Ordinary department ; 
E. C. Pollard, Lubbock, division superin- 
tendent Industrial department; A 
Hendricks, Ordinary manager, Portland, 


Ore.; David O. Stohl, Ordinary branch 
manager, Phoenix, and K. I. Fosdick, 
treasurer. Clark W. Thompson, director 


of public relations, was convention chair- 
man. 





HIGH HONORS FOR HELD 
Lewis I. Held, agent at Richmond, Va. 
for Northwestern Mutual, has completed 
a course at the Infantry School at Fort 
Benning, Ga., finishing with top honors. 
He was rated No. 1 in a class of 195 


Reserve and National Guard officers. 
He is a first lieutenant in the 318th 
Infantry, Eightieth Division, a C.L.U. 


and also a member of the Virginia Bar. 


Continental American 


To Hold June Conference 


Continental American managers ani 
general agents will meet in Wilmington, 
Del., June 16 and 17 for a managerial 
conference. Starting with lunch June 
16 the first and second line men in all 
agencies will hear training and recruit- 
ing problems discussed by graduates of 
the Sales Research Bureau’s recent agen- 
cy building school in Atlantic City: Matt 
Lauer, general agent in New York; Mart 
Lammers, manager at Philadelphia; L 
Reyner Dukes, manager at Baltimore, 
and Len Kiesling, agency assistant in the 
home office. William M. Rothaermel, 
agency vice-president, will address the 
meeting and Ralph E. Halstead, super- 
visor of agencies, will present Continen- 
tal American’s new Recruiting Kit. Paul 
Speicher is to be guest speaker. 


WRITES CONTEST WINNER 
When Lillian Smith of Beaumont, Tex, 
wrote an essay that won, the N.A.L.U.'s 
national life insurance essay contest this 
year, she handled her subject so well 
that she not only convinced the judges 
but also made herself a prime prospect 
Alert C. M. Carroll, Beaumont agent 
of the Lincoln National, called on Lil- 
lian the same day she was announced 
winner of the contest and started her 07 
a life insurance program with his com- 
pany. 








ZIMMERMAN AT HARRISBURG 


Speaker at the meeting of the Harris- 
burg (Pa.) Association of Life Under- 
writers) June 14 will be Charles J. 
Zimmerman, general agent at Chicago 
for the Connecticut Mutual Life and 
secretary of the National Association of 
Life Underwriters. Mr. Zimmerman has 
been endorsed by a number of associa- 
tions for vice-president of the National 
Association which holds its annual meet- 
ing in Houston in September. 


LINCOLN NATIONAL MEETINGS 


The Lincoln National Life is conduct 





ing two conventions this year. Western 
qualifiers will meet at the Hotel De! 
Coronado, Coronado Beach, Cal., Jun 


22, 23 and 24. Those from the East wil 
convene at the Grand Hotel, Mackinac 
Island, Mich., July 13, 14 and 15. 
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Design for Security 


IKE the architect who designs your house 
i? and works out the specifications with a 
view to strength, comfort and convenience, a 
New York Life representative may be able to 
suggest a plan and specifications for your life 
insurance policies to give you greater satis- 
faction and peace of mind. 

In developing a plan to carry out your 
wishes more definitely, you and he would 
probably raise certain questions: Exactly what 
do you want your insurance policies to do? In 
event of your death, how much should be paid 
in cash? How much in income for your family? 


SAFETY IS ALWAYS THE 


How much should be set aside for your chil- 
dren’s education? Or, if you should live to re- 
tire, how much would your present policies be 
worth to you in cash or income at, say, age 65? 
After such a review, you may, perhaps, feel 
that your present insurance is inadequate for 
some of the purposes you have in mind. Or 
you may discover that some important need 
has been overlooked entirely. 
In taking additional insurance, you will natu- 
rally want a policy best suited to the purpose 
: 
you have in view. For example, a Family In- 


come policy may be desirable if you have young 


FIRST CONSIDERATION...NOTHING 


children and want additional monthly income 
protection while they are growing up. Or, an 
Annuity Endowment policy may be advisable 
if you wish to lay greater emphasis upon a pro- 
vision for your retirement income. 

A competent New York Life agent will be 
glad to help you work out a “design for secur- 
ity” suited to your needs. You may have this 
valuable service without any obligation to pur- 
chase new insurance. If you are not acquainted 
with the New York Life representative in your 
community, write to the Home Office at the 


address below. 


ELSE IS SO IMPORTANT 


NEW YORK LIFE INSURANCE COMPANY 


A Mutual Company founded on April 12, 1845 


THOMAS A. BUCKNER, Chairman of the Board 


51 MADISON AVENUE, NEW YORK, N. Y. 


ALFRED L. AIKEN, President 
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|| IDEAS that CLICK 
By Paul Troth 


No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it is principally an idea. 
Some ideas which have proved successful, 
and which are now being employed, will 
be offered readers of The Eastern Under- 
writer in this column from time to time. 


No. 36 


The cost of life insurance isn’t import- 
ant; it’s what life insurance will do 
that’s important. 

Richard D. Lichtermann, associate 
general agent in the Keane agency, 
Massachusetts Mutual, New York City, 
learned a long time ago that the most 
important thing in the interview is to 


es kK > {2 
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I can’t understand it—I showed him the 
biggest bargain in the book! 


hold the interest of the prospect. He 
does it by talking about the prospect’s 
situation and showing him what life in- 
surance will do for him. Mr. Lichter- 
mann entered the business as an agent 
twenty-two years ago. He was one of 
the founders of the Life Supervisors As- 
sociation of New York City a decade 
ago and is still one of the leaders of that 
organization. 

He believes that the agent who is 
coldly factual never creates interest. On 
the contrary he is apt to set up a bar- 
rier to the sale without ever realizing 
what that barrier is. 

To get the attention of the prospect 
and to hold it Mr. Lichtermann tries to 
get his prospect to mentally visualize 
his situation or he makes him visualize 
the situation that his family is going to 
be in if anything should happen co" him. 
For instance he might say: “Mr. Pros- 
pect, where can your family live on $100 
a month?” He doesn’t try to picture 
some horrible spot but he intelligently 
discusses the situation with his prospect. 
In some instances $100 a month may be 
sufficient for a man’s family to live in a 
manner to which they are accustomed. 
In other instances more income may be 
required. Getting his prospect to visu- 
alize that situation and its possibility, 
Mr. Lichtermann says to his prospect: 
“Mr. Prospect, where your family is go- 
ing to live is none of my business but 
it is certainly yours.” 

That type of sales presentation is often 
so forceful that an agent can truthfully 
say that he doesn’t sell life insurance, 
his prospects buy it. 

The agent who sold me most recently 
didn’t use rates, facts or statistics. We 
were having lunch together and I had 
just told him the amount of insurance 
that I owned. All he said was some- 
thing like this: “In other words when 
that little boy of yours is 7 years old, 
the money will be all gone. Why don’t 
you do something about it?” 


Gardiner Gives Party 
For Manuel Camps, Jr. 


WELCOMED TO NEW YORK CITY 





Guy W. Cox, President of the John 
Hancock, Is Guest Speaker; More 
Than Fifty Take Part 





More than fifty general agents and 
managers in the City of New York 
were guests of Harry Gardiner, general 
agent of the John Hancock, at a lunch- 
eon in the Bankers Club on Wednesday 
to welcome Manuel Camps, Jr., new 
general agent for the John Hancock at 
110 East Forty-second Street in New 
York City. Mr. Camps opened his of- 
fices there on June 1. 

Guy W. Cox, president of the John 
Hancock, was present from Boston and 
in his remarks struck a note of optimism 
in that the John Hancock had the cour- 
age at this time to open a new general 
agency in New York City. Paying trib- 
ute to Mr. Camps, President Cox said 
that he was confident that Manuel 
Camps would make the company realize 
its optimism was well founded. “The 
life insurance business today,” he said, 
“through its many policy forms is more 
closely tied in with general business 
conditions than it has ever been before. 
But,” he declared, “we have had these 
spells affecting our business in years 
gone by and we will outgrow them and 
go on and prosper as we have in the 
past.” 

Also present from the home office of 
the John Hancock were Byron K. Elliott, 
vice-president and general counsel, and 
J. Harry Wood, manager of generai 
agencies, who were introduced by Mr. 
Gardiner. 

Penn Mutual Men Take Part 

At the head table also were two gen- 
eral agents of the Penn Mutual, the 
company with which Mr. Camps was as- 
sociated for thirteen years, most recently 
as general agent in Boston. J. Elliott 
Hall, senior general agent in New York 
City for the Penn Mutual, in his wel- 
come to Mr. Camps paid tribute to Harry 
Gardiner and set up Mr. Gardiner’s rec- 
ord as general agent for the John Han- 
cock, as a man of fine character and a 
friend, as an ideal to which Mr. Camps 
might aspire as he worked side by side 
with him. 

Ralph G. Engelsman of the Penn Mu- 
tual interpreted the appointment of Mr. 
Camps as a challenge to all general 
agents and managers in that at a time 
when it was currently popular to lament 
business conditions Mr. Camps had the 
courage to start a new general agency 
from scratch. To Mr. Camps, a native 
of Brooklyn, Mr. Engelsman said: “Wel- 
come home to New York by a New 
Yorker.” 

In acknowledging the remarks of the 
several speakers, Mr. Camps paid trib- 
ute to his former company, the Penn 
Mutual, and said that he is looking for- 
ward to his association with the general 
agents and managers in New York City 
in his new association with the John 
Hancock and with a colleague like Harry 
Gardiner. 





MATUSOFF TO BE SPEAKER 


M. M. Matusoff will be the principal 
speaker at the annual meeting of the 
Life Underwriters Association of New 
York City June 14 at noon, Hotel Penn- 
sylvania. Mr. Matusoff’s subject will be 
“Prestige Through Service.” He was the 
Mutual Benefit’s production leader in 
1937 and is a member of the Ohio Bar. 





WALKER BUFFALO PRESIDENT 


Harlan M. Walker has been elected 
president of the Buffalo Life Managers 
Association. Other officers elected.are 
Robert C. Davidson, vice - president; 
Ralph W. Tipping, secretary; Clarence 
B. Metzger, treasurer. Recognition was 
accorded Percy G. Lapey, Joseph B. 
Thebaud, Charles A. Hinkley and Fred- 
erick A. C. Merrill for more than thirty 
years in the life insurance business. 





The 
Colonial 


Life Insurance Company 
Of America 
Incorporated 1897 
= 
Out of the leading 300 companies in 
the United States and Canada, the Co- 
lonial stands among the first 20 on the 


basis of number of policies in force. 
e 


OVER 113 MILLION IN FORCE 
Ernest J. Heppenheimer, Pres. 
Charles F. Nettleship, Vice-Pres. 
Home Office—Jersey City, N. J. 














STANDARD 
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FOUNDED 


1867 


@ The Equitable Life of 
lowa issues both partici- 





pating and non-partici- 
pating life policies; 
annuity contracts; and 
"man-sized" life policies 
for juveniles from date 
of birth to age 10. 


EQUITABLE 


INSURANCE COMPANY 


OF IOWA 


HOME OFFICE DES MOINES 





LIFE 











Consulting Actuaries 


Woodward, Ryan, 
Sharp & Davis 


90 JOHN STREET, NEW YORK 
Telephone BEekman 3-5656 














HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 
Kansas City 


Omaha 





FRASER AGENCY PRODUCTION 


The Fraser agency of the Connecticut 
Mutual Life reports paid for business for 
the month of May of $743,755; for the 
year to date, $4,798,757. 
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The WALRUS 





Harper & Brothers, Grossett & Dun- 
lap and the International Mark Twain 
Memorial Society, all gave their bless- 
ing (and permission) when Bankerslife 
pictured a lad reading “Tom Sawyer” 


ing a recent Collier's Weekly ad. 
Theme of the ad: That Life Insurance 
can assure a Fair Chance to the bud- 
ding genius of American Boyhood. 


——BLO—— 


“Down under” in Brisbane, Queens- 
land, Australia, dwells Douglas R. 
Davies, life underwriter. From his 
letterhead we glean this gem: 


“Having MORE Life Assurance means 
that: 


You will SAVE MORE MONEY if 


you live. 


You will HAVE MORE MONEY 
when you are old. 


You will LEAVE MORE MONEY 
if you die prematurely.” 


—BLC— 


A life insurance salesman (company 
connection not known) casually posed 
for an illustration to appear in a 
Bankerslife ad with the heading: “Kind 
to His Wife . . . Cruel to His Widow.” 
This ad won national recognition as a 
“Tide” chosen “Stopper.” The model 
won local fame as the “ad” picture man 
for a rival company. When sought by 
Bankerslife for a new pose, he said: 
“Never again!” 


—BLC— 


Salesmen of Bankerslife’s ‘“Onwis- 
consin Agency” (Madison) have 
dubbed Agency Manager Charles W. 
Tomlinson “Professor.” For three 
months, he conducted Madison’s first 
insurance training course, held under 
the auspices of Madison insurance 
agencies and attended by some 46 
insurance men and women. An edu- 
cator before entering life insurance, 
Mr. Tomlinson was well suited to his 
professorial role. R. & R.’s famed 
Paul Speicher presented diplomas to 
the -46 graduates of the insurance 
course at graduation exercises April 
29th. 


—seL_c—_ 


BANKERS LIFE 
DES MOINES COMPANY 


Established 1879 
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Canadian Provincial 
Heads Meet Aug. 22-25 


CONFERENCE AT VICTORIA, B. C. 





[Important Legislative and Other Pro- 
posals on Agenda; Committee 
Reports Scheduled 





The Association of the Superintend- 
ents of Insurance of Canada will hold 
its annual conference at Victoria, B. C., 
August 22-25 with headquarters at the 
Empress Hotel. The meeting will follow 
the conclusion of the Canadian Bar As- 
sociation at the same place. 

Important matters to come before the 
conference will arise through considera- 
tion of reports of committees on matters 
that were before the 1937 Toronto con- 
ference referred to committees at that 
time and also new proposals. Some of 
the committees and their chairmen to 
report are: 

Life insurance, H, G. Garrett: De- 
sirability of enacting special legislation 
regulating Group insurance contacts will 
be considered, also questions arising out 
of uniform life insurance legislation. 

Fire insurance, A. E. Fisher: Repeal 
of the limitation and statutory provisions 
and the term of fire contracts on mer- 
cantile and manufacturing risks among 
the matters to be considered. 

Automobile insurance legislation and 
standard forms, Hartley D. McNairn: 
Review of work of committee of under- 
writers on automobile insurance forms. 

Uniform definitions of underwriting 
powers of fire, marine and casualty in- 
surers, Hartley D. McNairn: Consid- 
eration of legislation to include any fire 
and other coverages now contained in 
supplemental contracts and to what ex- 
tent fire statutory conditions should ap- 
ply to miscellaneous additional cover- 
ages. 

Accident and sickness insurance legis- 
lation, Hartley D. McNairn: Considera- 
tion of definition of group accident and 
health insurance and standardization of 
contract wordings. 





VAN VLIET HAS ANNIVERSARY 





Home Office Agency Manager of Pru- 
dential Completes Thirty-five Years 
With That Company 
Edward N. Van Vliet, home office 
agency manager, Prudential, celebrated 
his thirty-fifth anniversary with the com- 
pany June 1. Before going with the 
Prudential he was with the Northwest- 
ern Mutual. In 1905 he was made cash- 
ier and later assistant manager of the 
home office agency. In 1909 he and 
Theodore F. Keer were made general 
agents. In 1936 Mr. Keer retired and 
_ agency was changed to a branch 

omce. 





KNIGHT AGENCY WRITINGS 


_The Charles B. Knight Agency, Inc., 
New York, general agents Union Central, 
advise total paid business for May, $2,- 
035,455, compared with $2,519,811 for 
May, 1937. Total paid business for five 
months of 1938 is $7,469,520, compared 
— $10,146,670 for the five months of 





WOODWARD and FONDILLER, Inc. 


@ Consulting Actuaries @ 
90 John Street, New York 


Telephone BEekman 3-6799 
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a Or . puntemitin oes 
RENEWALS eouitaste Basis 


RENEWAL PURCHASE CO. 
Room 4901 70 Pine St., New York 








Telephone WHitehall 4-315! 
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Endorsed for Vice-President 
Of National Association 





CHARLES J. ZIMMERMAN 


State life underwriter associations, in- 
cluding Chicago and New York City, 
have endorsed Charles J. Zimmerman, 
general agent at Chicago for the Con- 
necticut Mutual Life, for vice-presidency 
of the National Association. Elections 
will take place at the Houston conven- 
tion in September. Mr. Zimmerman is 
now national secretary. 

The Chicago association, through a 
committee comprised of Alan J. Mc- 
Keough, president, Mortimer L. Buck- 
ley, Provident Mutual, and John D. 
Moynahan, Metropolitan Life, is con- 
ducting a campaign in his behalf. 

Two weeks ago the Illinois Associa- 
tion of Life Underwriters endorsed Mr. 
Zimmerman for the office. The Life 
Underwriters of Northern New Jersey, 
of which he is a life member, and the 
New York City Life Association, of 
which he is an associate life member, 
have given similar endorsements. Other 
associations that have pledged their 
backing are those at Pittsburgh, Pa., 
Minneapolis, Houston, San Antonio, 
Dallas, Cincinnati, Boston, Nashville, 
Davenport, and Cedar Rapids. 





General agents and agents of the Con- 
necticut Mutual Life in Metropolitan ter- 
ritory will hold a regional meeting at 
Shawnee, Pa., June 20 and 21. 
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Since 1848 
UNION MUTUAL LIFE 


INSURANCE COMPANY 
PORTLAND, MAINE 





Midtown Managers Hold 
Outing in Westchester 


MATTHEW LAUER WINS HONORS 





Ben Hyde Takes Low Net Prize; Twenty 
Men Participate m Annual 
Golf Party 





Twenty members of the Midtown Man- 
agers Association of New York City took 
part in the annual outing at Westchester 
Country Club in Rye, N. Y., on Wednes- 
day. The day which started threatening 
developed clear skies and most of the 
twenty played golf. Sam P. Davis, man- 
ager, Phoenix Mutual, was host. 

Matthew J. Lauer, Continental Ameri- 
can, won low gross honors with an 86 
and Ben Hyde, Penn Mutual, took the 
low net score with a 76. 

Qualifying for the kickers’ handicap 
were S. Samuel Wolfson, Berkshire, with 
a 77; Timothy W. Foley, State Mutual, 
76; Harry Gierhart, Equitable Society, 
76; James Ranni, Manhattan Life, 78. 
Tim Foley won the prize on a draw. 
The prize for the non-golfers was drawn 
by Clifford McMillen, Northwestern Mu- 
tual. 

Other members who were present in- 


ee rnernee ee = 


cluded Horace H. Wilson, Equitable So- 
ciety, president of the association; Harry 
Jacoby, Home Life of New York; W. 
G. Fitting, Equitable Society; Harry 
Kuesel, Phoenix; Philip B. Holmes, Con- 
necticut General; Leroy Bowers, Mutual 
Life; John Kassoff, Mutual Life; Isadore 
Freid, New England Mutual; Charles 
Bartlett, Metropolitan Life; William 
Bender, National Life of Vermont, and 
Fred S. Goldstandt, Equitable Society. 
A guest of the association was Gregg 
Oliver of the Retail Credit Co. 





Colonial Life’s Convention 


At Virginia Beach Sept. 13-16 


The Colonial Life has completed plans 
for the annual convention of its field 
organization, to be held September 13 
to 16 at the Cavalier, Virginia Beach, 
Va. Members qualifying for attendance 
will board the S. S. Robert E. Lee, 
Eastern Steamship Lines, New York, on 
September 13 and sail to Norfolk, Va. 

Typical of Colonial conventions, the 
greater part of the time will be given 
over to sports and recreation. For those 
who wish to avail themselves of the 
opportunity, a side trip is being arranged 
to historical Yorktown, Williamsburg and 
Jamestown. The entire party will return 
to New York by boat, arriving on Sep- 
tember 16. 
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You ll Like ts 


You will like our new Brokerage 

Department, for in it you will find 

* trained men eager to give whatever 
assistance or service you desire. 


You will like the feeling of friend- | 
+ liness, the efficiency, and the dispatch 
in handling your insurance needs. 


And above all, you will like the 

cooperation of experts, their counsel 

* and assistance—and the full commis- 
sions which are bound to follow. 























Stop in for a chat... we're just 
* across the street from Grand Central 
. . . or telephone 


Murray Hill 
2-9600 


for Etna Information. 


K. A. LUTHER 
General Agent 


FETNA LIFE INSURANCE COMPANY 


60 East 42nd Street 
New York City 


Lincoln Building 


L. W. SECHTMAN 
Assistant General Agent 
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Three Pa. Branches 
Hold Good Meetings 


COLLINS TWICE ON PROGRAM 


New Castle Group Will Hold Annual 

Gathering June 30; Randolph Talks 

At Washington 

\ record attendance of eighty from 
Lawrence Butler counties marked 
the May meeting of the Butler branch, 
Pittsburgh Life Underwriters Associa- 
tion. The guest speaker, P. A. Collins, 
New York, supervisor of field education 
and sales promotion, Metropolitan Life, 
spoke on “Why Organized Talks and 
Sales Methods.” In the course of his 
address he said: “Not only in life insur- 
ance, but in any sphere of life, 85% of 
all sales and purchases are based on an 
appeal to the emotions. The other 15% 
depend on the intrinsic value of the 
product. The same is true of life insur- 
ance. The successful salesman must be 
organized in advance. He at least must 
know his plan of procedure and the 
progressive steps in his presentation, 
whether or not he has actually com- 
mitted to memory the word for word 
speech. A canned talk is a good talk 
if it were good when it was put into the 
can. Moreover it affords an excellent 
opportunity to get back on the main 
track after the prospect has put forth 
an objection or has interrupted the pre- 
sentation.” 

The annual meeting of the New Castle 
branch is set for June 30, Frank C. 
Wigginton, first vice-president Pitts- 
burgh Life Underwriters Association, 
will be the guest speaker. 


Other Branch Meetings 


At the May meeting of the Butler 
branch Mr. Collins was again the prin- 
cipal speaker. A _ social evening held 
May 26 was attended by about seventy- 
five underwriters and their wives. 

Productive prospecting was the sub- 
ject of a talk by Albert F. Randolph, 
unit supervisor Pittsburgh office Penn 
Mutual, at the May meeting of the 
Washington branch. Mr. Randolph ad- 
vocated that every agent keep a careful 
record of his sales, so that he can de- 
termine the most profitable class of 
prospects to cultivate. He likened the 
wrong prospecting method to the spoke 
of a wheel, wherein it is always neces- 
sary for the agent to return to his 
original center of influence for addi- 
tional prospects. The proper method of 
getting prospects might be termed the 
“spiral” method, wherein the agent, in 
contacting one prospect develops and 
qualifies, through him, additional pros- 
pects, so that the circle of acquaintances 
is increasing in an ever widening scope. 


and 





American Institute 


(Continued from Page 3) 


West Life advocated the instruction of 
the courts that present values as life 
companies use them do not solely base 
their awards on expectancy. 

Marcus F. Auden of Confederation 
Life declared that many companies have 
gone too far in issuing non-medical in- 
surance and are reversing their course. 

R. A. Hohaus, assistant actuary of the 
Metropolitan, in a paper discussion on 
“Equity, Adequacy and Related Factors 
in Old Age Security,” said that the ben- 
efits under a government administered 
system must be adequate and equitable 
to meet the pensioner’s needs or the 
plan will fail in its purpose. 

Discussions of problems concerned 
with “Agency and Production” were led 
by H. F. Rood of the Lincoln National, 
who advocated that companies give 
thought to the types of producers and 
the types of business that they write. 
Taking up the same topic, E. D. Arman- 
trout of Provident Mutual stated that 
gauging of agency performance must be 
measured by new standards. He told 
briefly of a ten year study made by the 
Provident which took into account agen- 
cy expense, volume, mortality and vari- 














ISRAEL ABRAMS 


Israel Abrams has been appointed 
Philadelphia general agent for the 
Colonial Life with offices in the Fidelity 
Philadelphia Trust Building, 123 South 
Broad Street, Mr. Abrams has been 
with the company for nine years, suc- 
cessfully serving in several capacities. 
Most recently he was manager of the 
Norristown, Pa., district for the Colonial. 
He obtained his CLU at the University 
of Pennsylvania and has been active in 
the Philadelphia Chapter and in the Life 
Underwriters Association there. 





ous other factors. This information, he 
said, is of vast value to the home office 
as a tool by which it may plan for fu- 
ture operations. 

Advises Study of Lapse Record 

Under “Underwriting,” discussions con- 
cerned largely with considerations be- 
ing given to reinstatement of lapsed 
business and experiences which compan- 
ies have encountered in getting it back 
on the books. E. C. Henderson of the 
Connecticut General called attention to 
court decisions in several states where 
the contests have been concerned with 
the contestable period. He declared 
that companies must acquaint themselves 
with the attitudes of the states in this 
regard. 

W. A. P. Wood of Canada Life sug- 
gested that much difference was noted 
in the length of time that policies have 
been lapsed. He said that companies 
should consider length of time that the 
policy had been in force, whether it was 
the first time the policy had been per- 
mitted to lapse, or if the policyholder 
were constantly delinquent in his pre- 
mium payments. Herbert L. Feay, as- 
sociate actuary of the New York State 
Insurance Department, stated that a 
number of complaints against companies 
have been lodged by persons who sought 
to have their policies reinstated. 

General discussions, which considered 
such matters as the procedure in cases 
of medical declinations, were led by 
A. W. Perrin of Penn Mutual, D. S. 
Craig of Metropolitan Life, Edward A. 
Ruse of Confederation Life of Toronto 
and R. G. Stagg of Lincoln National. 





WENDELL AGENCY 20% AHEAD 
For March, April and May the Harold 
B. Wendell agency, Massachusetts Mu- 


tual, Brooklyn, shows a 20% increase 
over the same period of 1937. The 
months are the first three since Mr. 


Wendell was appointed general agent. 





APPOINTED BY JOHANNSEN 


Willard J. Colwell, a native of Chi- 
cago who had been ten years with the 
Northwestern Mutual in that city, has 
been appointed sstatistician in the 
Brooklyn office of the Northwestern by 
Alfred J. Johannsen, general agent. 


Mass. Mutual 


(Continued from Page 1) 


tration he pointed out that the New 
York Central system today has no less 
than 120 different mortgages outstand- 
ing and that the Erie has sections where 
there are as many as seven layers of 
mortgages. When business is good and 
earnings keep up it may make little dif- 
ference whether one owns a_ senior 
mortgage or one that is not so amply 
secured but in periods of low earnings 
with a relatively Jow amount of freight 
moving the picture is quite different. 

Mr. Perry pointed out that the ton- 
nage carried over one division of a cer- 
tain railroad is sufficient to pay the 
annual interest on the bonds not once 
but 127 times whereas another division 
of the same system carries so little traf- 
fic that earnings on this mileage are not 
sufficient to cover even its operating 
expenses. President Perry cited these 
contrasts to illustrate the point that 
there need be no concern over railroad 
bond investments in primary issues se- 
cured by mortgages on prosperous di- 
visions of railroad systems. 

Continuing Mr. Perry said: 


Carry Two-thirds of Freight 


Continuing President Perry said, “The 
railroads of the country have an invest- 
ment of some $26,000,000,000. In spite 
of the increased competition from other 
types of carriers, they still transport at 
least two-thirds of all the consumable 
and durable goods produced, which last 
year amounted to 959,000,000 tons. And 
the national income comes almost en- 
tirely from the production of such goods. 
To attempt to say, however, that the 
railroads are not in an uncomfortable 
financial condition, or to gloss over their 
difficulties, would be foolish. Many 
roads are over-capitalized, and certain 
types of traffic have been lost, perhaps 
never to be regained. As against this, 
there are other types which, as far as 
anyone can see, can be handled only by 
the railroads. Take bituminous coal, for 
example. No real substitute has been 
found for this; it is entirely necessary 
for generating power used by practically 
every industry. There are several roads 
where up to 80% of their freight reven- 
ues are received from the transportation 
of this commodity. 

“In the same way there are numerous 
other types of traffic which apparently 
can be handled only by the railroads. 
Citrus fruits from Florida and Cali- 
fornia, and vegetables from California, 
Arizona, Texas, and the Southern States, 
all have to be refrigerated while in trans- 
it. And then there is wheat, and iron 
ore, and steel products, and lumber, and 
cement, and thousands of manufactured 
items where transportation by rail will 
undoubtedly be continued. 


Taxes and Wage Increases 


“But the plight of the railroads is not 
entirely because of lack of business, as 
is commonly supposed, For example, the 
first two months of 1938 showed an in- 
crease of $92,000,000, or 21%, in gross 
earnings over the corresponding months 
in 1933. Operating expenses, on the 
other hand, increased 27%, or $95,200,000. 
Of this increase in expenses, $62,000,000 
was due to raises in wages, the average 
amount so paid for the two months in 
our comparison having gone up from 
$234 to $298, or 27%. In the first two 
months of this year the taxes paid by 
the railroads were $13,100,000, or 30%, 
larger than in 1933. Operating expenses, 
taxes, and rentals consumed 95% of 
gross earnings in 1933, and 99% in 1938. 

“But it might be asked, and even ad- 
mitting that the railroads have no con- 
trol over such expenses, have they ef- 
fected economies and operated on an 
efficient basis? The answer would be 
that while, of course, they have not 
reached the point of perfection they or 
the public desire, nevertheless here are 
some striking indications of improve- 
ments. During the past fifteen years the 
average freight train speed—counting all 
stops—has increased from 11.5 miles per 
hour to 15.8 miles per hour, a gain of 
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37%. While in the beginning of the 


period each freight train performed each 
hour on the average a service equiva 
lent to carrying 7,506 tons of freigh; 
for a distance of one mile, the presen 
figure is 12,139 ton miles, an increase of 
62%. Where 162 pounds of coal, or the 
equivalent, were required in freight ser. 
vice to move 1,000 tons of freight and 
equipment for the distance of one mile, 
the same work is now done with 119 
pounds of coal, a saving of 27%. 

“Summed up the principal and basic 
reasons for the railroad difficulties are: 
Competition, much of it unregulated, and 
some of it existing only because of goy- 
ernment subsidies; high wages, 43 cents 
out of every dollar the railroads receive 
is paid to employes: more than $5,000,000 
a day; taxes, which amount to practic- 
ally a million dollars a day; and above 
all, Superregulation.” 





State Mutual 


(Continued from Page 3) 
the regional meetings was Stephen Ire- 
land, vice-president and superintendent 
of agencies, who presented figures show- 
ing that only about one-third of the 
people own life insurance. 

Mr. Ireland laid the groundwork for 
presentation of a new element in the 
company’s sales plan by bringing facts 
about the company to many new State 
Mutual recruits. He credited the plan’s 
insistence on quality selling with pro- 
ducing the lowest termination rate in the 
country in 1937 when the company’s 
average policy was $3,459. 


Life Inspection Reports 


Ross B. Gordon, underwriting vice- 
president, talking about risks and life 
inspection reports, said that what he 
termed lame duck applicants for insur- 
ance increase in numbers during depres- 
sions. Dropping off of declined appli- 
cations to a nine year low of 5.8% in 
1937 offered part explanation of the com. 
pany having broadened its sub-standard 
practice of issuing insurance for a larger 
premium on risks presenting more than 
normal hazards. Of the lives insured in 
1935-37, 5% required an extra premium 
charge. Half the declinations last year 
were owing in large part to the appli- 
cants’ liquor habits. Mr. Gordon point- 
ed out that preliminary underwriting can 
be done by agents and that it would save 
much of their valuable time. 


Talk on Blood Pressure 


Speaking about blood pressure Dr. H. 
H. Amiral, medical director, remarked on 
a steady decrease in the percentage of 
medical declinations recently because of 
abnormal blood pressure. He explained 
the nature of blood pressure in general. 
Many healthy persons may have abnor- 
mal blood pressure and not know it. It 
comes slowly but once established is 
likely to be permanent, 

Richard C. Guest gave what he called 
“an X-ray of a policy.” He sought to 
present the home office viewpoint to help 
agents in their daily public relations job. 
He dealt with fundamentals of the busi- 
ness. 

Points in Sales Plan 


James H. Eteson, assistant superin- 
tendent of agencies, discussed the three 
essential points of departure in the com- 
pany’s sales plan: that the salesman be 
well and favorably known; that he know 
where he is going, and that he tell 4 
good sales story. “ ‘Building a Career 
With State Mutual’,” he said, “is the 
basis of our way of telling a good story 
and is founded on basic sales concep- 
tions,” going on to enumerate the in- 
creased sales made by agents who have 
used the plan since it began three years 
ago. 





J. A. RAMSAY ANNIVERSARY 


John A. Ramsay will celebrate his 
first anniversary as general agent for 
the Connecticut Mutual in Newark on 
June 16. For several years he has been 
active in insurance affairs in New Jersey. 
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Diederich Ward, Oscar Wirtz, William 


Nearly 200 turned out for the annual 
field day of the Charles B. Knight 
Agency, Inc., 225 Broadway, New York 
City, general agents of the Union Cen- 
tral Life, which was held at the West- 
chester Country Club, Rye, N. Y,, 
June 3. It was an all-day affair at- 
tended by the entire agency and office 
personnel with a number of invited 
guests. 

While the main event was golf there 


was also. tennis, swimming and 


Keahon, Lester Rosen, Paul S. Ranck, Walter E. Barton, Jerome Clark, H. Sheridan 


bridge, according to individual inclination. 
Luncheon was served in the grill and 
following the completion of the golf 
tournament the entire company gathered 
for cocktails and dinner in the trophy 
room of the Westchester Country Club. 

Walter E. Barton, president of the 
C. B. Knight Agency, Inc., presided at 
the dinner and introduced those at the 
guest table which included Jerome Clark, 
vice-president, Union Central; Wendell 
F. Hanselman, superintendent of agen- 
cies of the company; Louis H. Pink, 
New York Superintendent of Insurance; 
Col. Howard P. Dunham, former Con- 


Ye ‘ = 
a 


necticut Insurance Commissioner, now 
vice-president American Surety; Nelson 
B. Hadley, former chief examiner of 
life companies, New York Insurance De- 
partment; Samuel R. Feller, attorney, 
formerly of the New York Insurance 
Department; Rex Chaffee. Hooper- 
Holmes Bureau; William Dowd and 
Gregg Oliver of the Retail Credit Co. 
Paul S. Ranck, vice-president of the 
agency awarded prizes for leadership in 
the May drive which immediately pre- 
ceded the outing. Those to whom awards 
were made were Walter Leon, Lester 
Rosen, Isidor Fleshner, Ben Bonder, 


Baketal, Maurice Ziff, William Bradford 


Stanley Krohn, Schuyler Livingston, 
C. F. W. Trabant, F. J. Burgdorff, 
Louis Guberman, Herman Stark, Joseph 
Gross, Joseph Vernon and D. H. Ward. 

The golf prizes were won by R. M. 
Gibbo and Lester Rosen. Winners at 
bridge were Stanley Krohn and Sam 
Rosan. 

It was announced that during the five 
weeks in which the agency engaged 
in the “Family Needs Air Circus,” April 
25 to May 28, 1938, $3,870,000 of com- 
pleted applications were sent to the home 
office while $2,653,000 of new business 
was delivered. 





Director of Agencies 


For New England Mutual 





WILLIAM EUGENE HAYS 


First director of agencies for the New 
England Mutual Life is William Eugene 
Hays, a member of Hays, Hudson & 
Bradstreet, general agents for the com- 
pany in Los Angeles. A story of Mr. 
Hays’ promotion and the reorganization 
of the agency department of the New 
England Mutual was printed on Page 1 
1 The Eastern Underwriter of June 3 





NEWARK MANAGERS TO ELECT 


The annual meeting and election of 
fficers of the Life Insurance General 
Agents & Managers Association of 
Northern New Jersey will be held in 
the Down Town Club, Newark, on Tues- 
day, June 14. The guest speaker will 
be Grant L. Hill, director of agencies, 
Northwestern Mutual 


MINNINGER’S ANNIVERSARY 

On June 1 Frank M. Minninger, Jr., 
completed his first year as manager for 
the Connecticut General Life in Newark. 





HEARD On The WAY 





Popular Vice-President Joseph C. Be- 
han of the Massachusetts Mutual re- 
ceived a humorous testimonial from the 
Syracuse agency of the company this 
week in the form of a jar containing 167 
jumping “Behans,” each with the name 
of a Syracuse representative attached 
and each representing a unit of new 
business produced in May. Label on the 
jar said: “All through May we have 
been ‘on the jump for Behan’ and no 
one in or near Syracuse got the jump 
on us in gathering these jumping Behans 
for our chief.” Under leadership of new- 
ly appointed General Agent Charles H. 
Schaaff, the Syracuse agency showed a 
gain of 57% over May of last year. 


Unele Francis. 


HONOR M. J. DENDA 





Postal National Life Agents Present Him 
With $400,000 Testimonial on 9th An- 
niversary; Writings Ahead for Year 


M. J. Denda, vice-president and direc- 
tor, Postal National Life, was honored 
with a testimonial presentation of $400,- 
000 in business from his agents in May 
in recognition of his ninth anniversary 
with the company. More than $200,000 
of this volume was paid-for. The agents 
also plan a luncheon for Mr. Denda on 
Saturday, June 18, at which time the 
results of the year to date will be re- 
viewed. For the first five months Postal 
National’s writings were 2% ahead. 





E. M. SOMERVILLE DEAD 


E. M. Somerville, general agent of the 
Penn Mutual Life at Kansas City since 
1904, died last Sunday, age 67, following 
an operation. The funeral ceremony was 
on Tuesday of this week, and was at- 
tended by Vice-President Alexander E. 
Patterson. 

Mr. Somerville joined the Penn Mutual 
in 1904 with his brother, J. P. Somerville. 
who died three years ago, in a general 
agency partnership. At the death of his 
brother he was given sole charge of the 
agency, which, established in 1885, is one 
of the oldest in the Penn Mutual’s or- 
ganization. 


Marks Fortieth Anniversary 
In Prudential Home Office 


ARTHUR A. FISK 


Arthur A. Fisk, advertising manager 
of the Prudential, recently had his for- 
tieth anniversary of service with that 
company. The occasion was observed 
in the home office by many congratula- 
tions from his colleagues, flowers and 
gifts. Mr. Fisk is president of the In- 
surance Advertising Conference and is 
active as an officer and member of im- 
portant committees of the National Ad- 
vertisers Association. 





ROBERT C. EVANS DEAD 
Robert C. Evans, 44, general agent in 
Chattanooga for the Shenandoah Life 
the last several years, died in a Nash- 
ville hospital June 4. 


TUNMORE AGENCY GAINS IN MAY 

The John S. Tunmore agency. Provi- 
dent Mutual Life, New York City, re- 
ports a gain in paid business for May 
compared with May, 1937. 











Johnson Agency Promotes 
W.J. Wright, A.F.Randolph 


Holgar J. Johnson, Pittsburgh, general 
agent Penn Mutual, announces promo- 
tion of William J. Wright and Albert F. 
Randolph. Mr. Wright is to be in charge 
of recruiting and training new agents, 
and Mr. Randolph was made a supervisor 
of a unit of ten men. Mr. Wright has 
been doing supervisory work for the last 
three years with a unit of ten new men 
in the agency and Mr. Randolph has been 
in personal production. Both are gradu- 
ates of University of Pittsburgh and have 
been with the agency over eight years. 
Both have been speakers on the Penn 
Mutual national convention programs and 
frequent members of the Leaders’ Club, 
Five Star Club and speakers before many 
of the life underwriters’ associations it 
Pennsylvania. 





Hough Forty Years With 
Aetna Affiliated Group 


Harold W. Hough, cashier of the 
Aetna Life Affiliated Companies, marked 
completion of forty years’ continuous 
service June 3, receiving numerous con- 
gratulatory messages and several pres- 
ents. He was made cashier of the Aetna 
Life, the Aetna Casualty & Surety and 
the Automobile Insurance Co. in 1925 
and of the Standard Fire. in 1929. 





H. W. STORCK JOINS ACACIA 


Harry W. Storck, formerly educational 
director in the Jones agency, Mutual 
Life, New York City, has joined the 
Acacia Mutual Life as agency super- 
visor. A native of New York City, Mr. 
Storck was with the Berkshire Life for 
twelve years as agent, assistant manager 
and manager. Later he was general 
agent for the Monarch Life before g0- 
ing with the Jones agency. 





D. G. BRANDON DEAD 


David G. Brandon, general agent New 
England Mutual in Nashville, died June 2 
after a prolonged illness. He was born 
in Henning, Tenn., in 1879 and entered 
life insurance nearly thirty years ago. 
He was appointed general agent for the 
New England Mutual in 1929, 
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Proposes Seminar On 
Issues Before Public 


cEO. S. VAN SCHAICK’S PLAN 





Group Could Study Criticisms, Problems, 
From Broad Aspects of Insurance 
As Institution 





The extension of governmental activity 
in life insurance can best be controlled 
and restrained by a cooperative and ex- 
haustive study of all questions that 
arise, but facilities for doing this have 
not kept pace with the growth of life 
insurance, in the opinion of George S. 
Van Schaick, former New York Super- 
intendent of Insurance and now vice- 
president of the New York Life, who 
proposes the formation of a kind of 
seminar for consideration of insurance 
problems affecting the public. 

In a talk before the Canadian Life 
Insurance Officers Association at Lon- 


} don, Ontario, on Thursday, Mr. Van 


Schaick referred to criticisms leveled 
azainst life insurance administration 
that have been made in recent years, 
much of it uninformed, exaggerated or 
malicious, but if there is any criticism 
which is sound it should be listened to 
“Com- 
panies should be on their toes to keep 
themselves from any defect in admin- 
istration, from any unfairness of prac- 
tice, any unsoundness of policy, from 
anything not consistent with service and 
safety and the public welfare,” stated 
Mr. Van Schaick. He went on to say 
that today the state is moving toward 
social security with some participation 
of governments in protection against old 
age and provision for dependents. These 
developments may be traced to a social 
insistent desire for 


one’s means, and is a matter of which 
intelligent life insurance executives 
should take cognizance. These execu- 
tives are best equipped by knowledge 
and experience to handle such problems. 


Some Questions Before Public 


Typical questions in the public mind 
concerning life insurance today are: Is 


P the cost of insurance too high? Are 


there any evils in the agency system 
that have developed over fifty years? 
Should insurance be sold more cheaply 
under a supplemental over the counter 
plan? Is insurance sold beyond the 
needs and purchasing ability of the pub- 
lic? Is there any abuse of economic 
power on the part of great aggregations 
of capital? Is there any failure to lib- 
eralize policies? Are salaries commen- 
surate with the character of the work 
performed? Are policyholders’ interests 
in any way subordinated to those of 
management ? 

Continuing, Mr. Van Schaick said: 
“The complexity of problems, the size 
of the responsibility resting on execu- 
tives and management, the avalanche of 
tew problems due to changing condi- 
tions and the increasing demands upon 
iwailable time tend to crowd out the in- 
lormal discussions of bygone days. The 
need of a return by executives to the 
consultation table is apparent. As 
things are now geared it is possible 
that company executives are too much 
taken up with pressing problems of ad- 
ministration, as well as technical mat- 
ters of everyday occurrence, to give time 
lor thought and consideration to these 
broader aspects of life insurance as an 
stitution. From day to day company 
executives are apt to be too close to im- 
portant current questions to get the 
Perspective necessary to sense and ap- 


Preciate trends, changes and develop- 
ments.” 


How Seminar Could Function 


Discussing how his proposed seminar 
would work, Mr. Van Schaick said: “It 
should be informal enough to bring out 
rank comment and opinion. It should 


National Management 
Ass’n Elects Officers 


INSURANCE MAN IS PRESIDENT 





George D. Weed of Provident Mutual 
Elected at Montreal Meeting; F. 
L. Rowland on Program 





George D. Wood, assistant secretary 
of the Provident Mutual Life, was elect- 
ed president of the National Office 
Management Association at its annual 


convention in Montreal on June 7. Mr. 
Wood has been active in the association 
for several years and has served for 
two years as director and vice-president. 
In addition Mr. Wood has been presi- 
dent of the Philadelphia Chapter of the 
association 

Also taking part in the convention at 
Montreal was Frank L. Rowland, execu- 





be small enough to function well. It 
should be presided over by one having 
a genius for bringing the best out of a 
meeting. It should have sessions fre- 
quent enough to give ample considera- 
tion to all material questions. 

“On a former occasion I advanced the 
thought in an adjoining province of the 
Dominion that in order to discharge new 
responsibilities it has become essential 
that the Insurance Commissioners of the 
United States and Canada work in the 
closest harmony. It is not beyond reason 
now to suggest that to such a seminar 
as has been proposed should come the 
government in the persons of the In- 
surance Commissioners and Superintend- 
ents of our respective countries so that 
the relation of government and the life 
insurance business shall be put on the 
highest plane of cooperation. To para- 
phrase a recent statement by an Anieri- 
can statesman, we are faced with a test 
not of ability but of good common 
sense which more than anything else 
has brought life insurance to its present 
premier position.” 





tive secretary of the Life Office Man- 
agement Association, who is a Fellow 
and a perpetual director of the national 
association. Mr. Rowland served as 
chairman of one of the sessions and 


Rembrandt Studios 
GEORGE D. WOOD 


presented the Leffingwell medal award 
to Henry A. Piper, one of the pioneers 
in office management, who is manager of 
planning, Du Pont Co., Wilmington. 

John Crawford, assistant supervisor, 
Sun Life of Canada, president of the 
Montreal Chapter, National Office Man- 
agement Association, was also on the 
program. 

G. Woolford, chairman of the 
board, Retail Credit Co., was awarded the 
N. O. M. A. Fellowship award by Walter 
D. Fuller of the Curtis Publishing Co. 
Mr. Fuller is a director of the Penn 
Mutual. 
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An example of press advertising recently released by SUN LIFE OF CANADA. 














All-Year-Round 
Sales Appeal 


Quality Accident 
Insurance 


In the past few weeks the 
need for accident and health 
insurance has been stressed as 
A. & H. Week 


gave the line a big impetus 


never before. 


and the interest is being sus- 
tained. 


The PREFERRED ACCI.- 
DENT’S 55th Anniversary Pol- 
icy is unusually attractive to 
applicants who may qualify, 
and it contains many liberal 
features at a low premium cost. 
It is one of many accident poli- 
cies issued by this company of- 
fering exceptional opportuni- 
ties to the 


LIFE INSURANCE AGENT 


afraid to talk 
accident insurance during his 
interviews. 


who is not 


These policies are backed by 
a casualty company that has 
specialized in offering quality 
accident insurance to preferred 
classes of risks for more than 
fifty years. 


Accident insurance is the 


easiest form of insurance to 
sell. Everyone is a prospect, 
daily newspapers are full of 
leads, the demand is increas- 
ing and April’s Accident & 
Health Week observance cen- 
ters the attention of the nation 
on this line. 


You might as well capital- 
ize on this form of insurance 
as you go along. If you don't 
someone else will. 


Send for complete details on our 
accident policies and direct agency 
contracts. 


The 
PREFERRED ACCIDENT 


Insurance Company of New York 
80 Maiden Lane 


New York, N. Y. 
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HOSPITAL CARE PLANS 
No movement has attracted more at- 
tention in accident and health insurance 
circles than the phenomenal growth in 
the past five years of the non-profit hos- 
pital care insurance plan of the Ameri- 
Association. That there 
approved 


can Hospital 
are today forty such plans 
writing at the rate of $15,000,000 in pre- 
mium income annually and with a total 
membership of close to 2,000,000 em- 
ployed persons and their dependents is 
evidence that the American 
people accepted the group 
pitalization idea. 

Cognizant of this acceptance execu- 
tives of leading accident and health com- 
panies have wisely decided against a 
hostile attitude toward the hospital care 
movement, and in two recent conven- 
tions held respectively in the East and 
middle West brought the subject out in 
the open for frank discussion. At one 
of these gatherings—the annual meeting 
of the Health & Accident Underwriters 
Chicago—Dr. C. R. 


Rorem, director, committee on hospital 


conclusive 


have hos- 


Conference in 


service, American Hospital Association, 
spoke frankness 
phases of the program, and clearly indi- 
cated that his organization does not take 
a position of antagonism to soundly fi- 
nanced stock or mutual insurance compa- 
nies. He further declared that if the 
private companies can offer the people 


with friendly on all 


f America more hospital service for less 
money than the non-profit service asso- 
ciations the public will be the gainer. 

This was a open challenge but 
it is doubtful if the accident and health 
companies will rush in to accept it. It 
is true that the pressure of agents has 


wide 


hospitalization policies 
market 
an attitude of watch- 


resulted in more 
being put on the than in any 
recent period but 


ful waiting prevails in the executive 
Reflecting this attitude G. F. 


Manzelmann, North American Accident, 


camps 


sounded a note of caution in the H. & A. 
Conference meeting “not to be stam- 
peded into a stly competitive situa- 
tion.” Accident and health companies, 
after all, are in business to sell loss of 
time insurance and should think twice 


before diverting their attention from this 
major activity 


NEW DEAL IN ALBERTA 


The legislature of Alberta, Canada. has 
ecent enacted certain statutes that se- 
riously prejudice Canadian life insurance 


ompanies 


in respect of their mortgages 


and agreements for sale secured on real 
estate in Alberta and impose new taxes 
on a scale that amounts to confiscation, 
as pointed out the other day by R. 
Leighton Foster, K.C., 
of the Canadian Life Insurance Officers 
\ssociation. 

The 1938 Security Tax Act of Alberta 
taxes holders of first, second and third 
mortgages to the extent of 2% on the 
principal sum of the mortgage. If such 
a tax were applied in all the Provinces 
of Canada it would constitute an aggre- 
gate annual levy of $7,480,000 or more 
than twice as much as the aggregate of 
the existing special taxes presently paid 
by the companies in the form of pre- 
mium taxes, investment taxes, license 
fees, etc. 

The other statutes recently passed by 
Alberta such as the Home Owners’ Se- 
curity Act, the Limitations of Actions 
Act Amendment, 1938, read together vir- 
tually represent outright confiscation of 
the mortgage assets of the life insurance 


general counsel 


companies in that Province. 





James F. O’Hea, vice-president, Na- 
tional Surety Corp. is back in New 
York after a month’s pleasure trip to 
the Hawaiian Islands with Mrs. O’Hea. 
They were celebrating their twentieth 
anniversary and spent a delightful time 
visiting the beauty spots of Hawaii and 
adjacent islands. Mr. O’Hea’s biggest 
thrill was a 220 mile airplane trip on 
one of the “baby clipper” planes from 
Honolulu to Hilo, largest city on the 
island of Hawaii, which gave him an 
impressive bird’s-eye view of the vol- 
cano country and the pineapple and 
sugar cane fields. Landing at Hilo he 
and Mrs, O’Hea motored up the moun- 
tains to the crater of the volcano Mono 
Lua, where luncheon was served in the 
Crater House. It was a quiet season 
for volcanic eruptions. The only busi- 
ness visit in the O’Hea itinerary was 
to the Home Insurance Co. of Hawaii 
which office represents the National 
Surety for surety bonds. 

* * * 

James L. Madden, third vice-president, 
Metropolitan Life, was elected treasurer 
of the American Management Associa- 
tion at the annual meeting held in New 
York City June 2. Mr. Madden is also 
a director of the American Management 
Association, being in addition on the 
boards of Metropolitan Fire Reassur- 
ance, Mortgage Certificates Loan Cor- 
poration, National Industrial Conference 
Board, Transportation Association of 
America and is also a member of the 
faculty of New York University Law 
School, from which he holds the degree 
of Doctor of Jurisprudence, and is the 
author of “Wills, Trusts and Estates 
in Relation to Life Insurance.” 














LEE J. DOUGHERTY 


Lee J. Dougherty, vice-president, Oc- 
cidental Life of California, was given 
the honorary degree of Doctor of Laws 


by his alma mater, St. Ambrose College, 
last week at the commencement exer- 
cises, Citation for the degree referred 
to his work as Mayor of Davenport, 
chairman of the community chest, presi- 
dent of the American Life Convention, 
director and chairman of the resolutions 
committee of U. S. Chamber of Com- 
merce, his present position in the in- 
surance world, and other activities. 
* * * 

Victor Cranston, Fidelity & Casualty, 
Newark, N. J., addressed the Kearny- 
Arlington-Harrison Agents Association 
recently on the subject, “Fidelity Bonds 
—Who Pays?” 

* * * 

Harry G. Casper, United States man- 
ager of the Eagle Star, is sailing to- 
morrow on the Champlain for a visit to 
the company’s home office in London. 
He will be away about a month. 

e 2 * 

William G. Hurtzig, Morristown, N. J., 
local agent and former president of the 
New Jersey Association of Underwriters, 
is reported on the road to recovery at 
his home after a serious illness at the 
Orange Memorial Hospital. Mr. Hurtzig 
holds the affection and respect of thou- 
sands of insurance men in the Eastern 
field. 

* * * 

B. D. Cole, head of B. D. Cole, Inc., 
one of the leading agencies of West Palm 
Beach, Fla., is distributing his 1938 edi- 
tion of the hurricane map. In addition 
to charting the courses of all hurricanes 
which have swept through the West In- 
dies and Southern states since 1921 the 
map also describes the origin and move- 
ments of hurricanes, August and Sep- 
tember are the dangerous months, each 
having had twenty such storms in the 
last seventeen years. A hurricane is a 
cvclone over tropical waters near the 
United States. The word is of Carib 
Indian origin meaning “big wind.” 

* * * 

C. J. Fitzpatrick, vice-president and 
secretary, United States F. & G., re- 
cently addressed the Wavnesboro, Pa. 
Rotary Club. Leading business men and 
manufacturers of the community also at- 
tended. 

* * + 

E. B. Dudley, life and accident man- 
ager at Chicago for the Travelers, has 
been elected to the board of directors 


of the Chicago Better Business Bureau. 





A. E. Heacock, vice-president of the 
Meserole group of companies, Mrs. Hea. 
cock and their daughter, Gloria, ar, 
visiting Europe. After a four days’ visit 
to London they went to Germany and 
took the Rhine and Black Forest trips 
among others. The Heacocks, who live 
in Huntington, L. [., sailed for England 
on the Manhattan. 

* * * 

Cyrus K. Drew, veteran insurance ed- 
itor, has been associated with the in- 
surance business for fifty years, forty- 
one of these as an insurance editor. 
The occasion has been commemorated 
by a special volume in magazine form 
called “Half a Century of Insurance.” 
The book contains many special articles 
and much advertising as a personal trib- 
ute to Mr. Drew. Starting his insurance 
career as a clerk in the Board of Fire 
Underwriters of New Orleans in 1886, 
Mr. Drew later engaged in general agen- 
cy work until 1896 when he entered in- 
surance journalism. He was managing 
editor of the Insurance Herald and the 
Insurance Field but is best known for 
his brilliant writing and forthright com- 
ments as editor of the Insurance Re- 
port of Denver over a long period of 
years. He is now editor of the West- 
ern Underwriter at San Francisco, which 
paper was merged with his Insurance 
Report in 1931. 

¢ 2 2 

E, C. French has resigned as secretary 
of the Inter-Ocean Reinsurance Co. of 
Cedar Rapids, Ia., effective July 1. Mr. 
and Mrs. French are moving to Los 
Angeles where they will make their home 
permanently. Mr. French, well known 
throughout the South particularly, en- 
tered insurance thirty-five years ago with 
the Aetna Fire at the home office in 
Hartford. Later he served for years in 
Louisiana and was a member of the 
French & Tupper general agency at New 
Orleans. His next post was vice-presi- 
dent of the American Fire & Marine at 
Galveston, Some years ago he joined 
the Inter-Ocean Re. at the New York 
office, then was transferred to the home 
office as secretary. 

+: « @ 


Dan Doherty, national commander of 
the American Legion, who is an attor- 
ney in Woburn, Mass., had the oppor- 
tunity to meet members of the New York 
insurance fraternity late last week when 
on a visit to that city. He was intro- 
duced around by Ray Murphy, assistant 
general manager, Association of Casual- 
ty & Surety Executives, and John J. 
Hall, special service manager of the 
same organization, both prominent Le- 
gionnaires. Mr. Murphy is past na- 
tional commander and Mr. Hall com- 
mander of Ad Men’s Post, New York. 


* * * 


W. R. Ehrmanntraut, New York Cas- 
ualty, chairman, speakers’ bureau, New 
York County, American Legion, who 1s 
past commander, Insurance Post, No. 

ms, 


1081, and Captain Francis A. Ada 
former U. S. Army Intelligence Re- 
serve officer, were the speakers on 


the program of a patriotic broad- 
cast by the Minute Men of America 
from Station WBNX on Wednesday, 
May 25. Commander Ehrmanntraut 
spoke on “Insure Peace by Prepared- 
ness,” and Captain Adams’ topic was 
“Life, Liberty and Happiness Insured 
in America.” Wing Tabor Wetmore, 
founder and president of the Minute 
Men of America, who is an old-time 
life insurance man, conducted the broad- 
cast program. 
* * 

Victor M. Stamm, general agent North- 
western Mutual Life, Milwaukee, has 
been re-elected director of the Milwat- 
kee Orchestral Association which each 
year sponsors a series of concerts here 
by the Chicago Symphony Orchestra. 
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Beeman Writes on Lloyd’s 

Now comes another book on Lloyd’s, 
this one by M. M. Beeman, one of the 
underwriters in that famous old London 
institution. The title of the book is 
“Lloyd’s, London, an Outline.” This 
work is small compared with some of 
the volumes written about and around 
Lloyd’s; it has only 114 pages. Mr. 
Beeman’s work was printed in England 
by the Windmill Press, Kingswood, Sur- 
rey. The author makes unusually lib- 
eral use of capital letters. This feature 
stands out prominently to readers in the 
United States where the tendency is 
constantly away from the use of upper 
case type except where absolutely nec- 
essary. This Lloyd’s book runs _ the 
gamut of chapter titles into which any 
worth-while treatise of that institution 
must be divided in order to tell its story. 
Chapter V. describes generally the ac- 
tivities of underwriting agents and 
Lloyd’s brokers. The illustrations in- 
clude the earliest extant copy of Lloyd’s 
List; Lloyd’s policy on slaves ; speci- 
men policy showing “groups,” and a 
page from the Register showing entry 
for the Queen Mary. This book is on 
sale at Brentano’s in New York at a 
price of $1.75. ‘. 

Offers Idea to Catch Bombing Planes 

Jerome Lederer, head of the engineer- 
ing division of Aero Insurance Under- 
writers of New York and editor of the 
news letter from the engineering de- 
partment, dips into the subject of war- 
fare in the air in the current issue of 
his letter. Under the caption of “Lon- 
don—Please Note” he says: 

“Bombers of today are very fast. They 
can strike and escape before pursuit 
ships can gain altitude to attack them. 
If pursuit ships were in a position to 
dive on the bombers instead of being 
forced to lose time by climbing, defense 
against aerial bombardment would be 
greatly strengthened. Small helium filled 
zeppelins cruising at high altitudes each 
carrying a complement of pursuit ships 
might accomplish this? On the approach 
of any bombers, the pursuit ships would 
be in an ideal position to dive on them 
without loss of time—like holding a fly- 
Swatter over a fly.” 

x * x 
Law School Dean Discusses Lawyers 

I was interested in the comments a 
few weeks. ago on lawyers by Dean 
Lloyd K. Garrison of the University 
of Wisconsin Law School because they 
have a bearing on newspaper treatment 
of that profession. The Dean says dis- 
honesty and law suits make good news- 
Paper copy and that’s why one reads 
SO much about lawyers who are crooks. 
But the true facts are, according to Mr. 
Garrison, that most lawyers are scrupu- 
lously honest and spend most of their 
time in their offices, rather than in court 
Tooms, helping people to keep out of 
court. They do much that they aren’t 














BILL 


paid for, or are paid very little. These 
things the laymen don’t hear about be- 
cause newspapers don’t play them up 
and lawyers don’t advertise. Dean Gar- 
rison made these remarks in an address 
to the National Lawyers Guild when it 
met in Washington. 

The Dean then asks, “Why shouldn’t 
lawyers advertise?” The idea has al- 
ways been that clients should seek law- 
yers because of their reputation for 
good and honest work, and that if a 
lawyer can’t acquire such a reputation 
by his work he shouldn’t lay baits for 
people by advertising. This old tradi- 
tion makes good sense but in one re- 
spect it doesn’t work out in practice. 
Most people, says Garrison, don’t know 
where to get the kind of lawyer they 
want when they want him. They ap- 
proach anybody who is suggested to 
them and he may be good or no good. 
Usually the need for a lawyer is urgent 
and time is lacking. Legal aid bureaus 
won’t take any client who is able to pay 
anything, Often people don’t go to a 
lawyer when they should for fear of 
being stung. Because of tradition law- 
yers sit in their offices without business 
because they never reach the large class 
of laymen referred to. 

Therefore the National Lawyers Guild 
and the American Bar Association are 
considering seriously creation of a new 
kind of law office specialization, on a 
low cost cash basis, for small work, and 
sponsored and controlled by the organ- 
ized bar and the judges. The services 
of such an office would be made known 
to the people by press and radio. They 
would be encouraged to come with their 
problems. Garrison suggests establish- 
ing such an office on an experimental 
basis in some large city. He predicts 
that its business would be large. 

Incidentally, the people would be given 
an entirely new slant on the legal pro- 
fession, Also the lawyers would learn 
a lot about how to handle the small 
stuff, and the small stuff is most of 
what there is. In many cities, observes 
Garrison, the courts are not well 
equipped to care for the little fellow. 
In most cases the best lawyers don’t get 
down into the courts where the small 
stuff is handled and they don’t know 
what’s going on. If the influential law- 
yers and the judges were in some way 
made responsible for the small law of- 
fices, or the offices handling the small 
stuff, they’d take an interest and get the 
picture as it is. The city has changed 
everything in life, but the lawyers are 
still working as though there were only 
villages and farmers. 

* * * 


Mutual Savings Bank Convention 


I was interested to learn that at the 
recent convention of the National Asso- 
ciation of Mutual Savings Banks in New 
York City Robert B. McGaw, insurance 
chairman, gave more attention in his 
report to bankers’ blanket bond coverage 


for member banks than to almost any 
other angle of bank protection. An in- 
surance man who heard the report tells 
me that public liability coverage prob- 
lems did not receive as much interest 
as a year ago, doubtlessly because the 
banks have their insurance on mortgaged 
property better in hand. Errors and 
omissions coverage was another topic in 
the report. 

Insurance companies not only sent rep- 
resentatives to “sit through” this con- 
vention but at least four of them—Na- 
tional Surety, American Surety, Liberty 
Mutual and United States Guarantee— 


had exhibits in the hotel lobby. The 
insurance buyers were represented 
throughout the sessions by John G. 


Goetz, managing director, Risk Research 
Institute, Inc. 
+ & 


New Edition of Dr. Huebner’s Book 
on “Property Insurance” 


Dr. S. S. Huebner, one of this coun- 
try’s leading educators and authors in 
the insurance field and professor of in- 
surance and commerce at the Wharton 
School of Finance and Commerce, Uni- 
versity of Pennsylvania, . Philadelphia, 
has just issued the third edition of his 
well-known book “Property Insurance.” 
It is published by D. Appleton-Century 
Co., Inc., New York, and is priced at $3 
a copy. Collaborating with Dr. Hueb- 
ner in this revised and enlarged edition 
were Drs. G. L. Amrhein and C. A. 
Kline. Both are also members of the 
American College of Life Underwriters, 
of which Dr. Huebner is president. 

“Property Insurance” was first pub- 
lished in 1911 and since then has been 
widely used as a text and reference 
book. It was revised in 1922 but that 
edition became somewhat out of date in 
the last few years due to the tremendous 
number of changes and developments in 
insurance coverage. 

The new edition, which has been con- 
siderably enlarged, offers an authorita- 
tive, well organized and strictly up-to- 
date presentation of those facts, princi- 
ples and practices which enable the un- 
derwriter, student or lay buyer of in- 
surance to obtain a comprehensive un- 
derstanding of the nature of property 
insurance in its various forms and the 
ways in which it may and should be 
used in the interest of property owners 
and business welfare. With respect to 
each of the various kinds of property 
insurance, special emphasis is placed 
upon the nature of the coverage types 
of underwriters, types of contracts and 
their special application, an analysis of 
the policy contract, special endorsements 
and the factors underlying the deter- 
mination of rates. The book contains 
an excellent bibliography on various 
branches of property insurance. 

a ee 
Hundreds of Visitors to Aetna Com- 
panies’ Home Office 


The practice of encouraging visitors to 
the home offices of insurance companies 
is growing, one of the companies making 
special efforts along that line being the 
Aetna Life Affiliated Companies, which 
are housed in their own beautiful Co- 
lonial structure on a large plot of ground 
on Farmington Avenue in what was one 
of the old residence sections of Hartford. 

Normally housing about 2,400 office em- 
ployes, the building enjoys unique facili- 
ties for conducting business on a vast 
scale. Aside from this, however, the 
Aetna structure has the distinction of 
being the largest example of American 
Colonial architecture in the world. Since 
its completion in September, 1930, it has 
drawn hundreds of visitors and sight- 
seers each year, With the added facili- 
ties for guests now being put into opera- 
tion, Aetna officials believe that the build- 
ing as well as the impressively land- 
scaped grounds surrounding it will con- 
tinue to receive an increasing amount of 
attention on the part of Hartford vis- 
itors. 

A new staff of more than forty guides, 
composed of members from the various 
departments of the four Aetna Life Affil- 
iated Companies, has been appointed for 
showing guests the numerous features of 


interest. Guided trips will be placed on 
a regular hourly schedule during the 
Summer season, Each trip requires about 
one and one-half hours to complete. Har- 
old W. Meiklem, who has served the 
Aetna Life for more than thirty years, 
has been named supervisor in charge of 
the new visitors’ service. 

Some of the leading features in which 
past visitors have shown great interest 
include the roof garden on the eighth 
floor, the cupola with a sweeping view 
of Hartford and vicinity, the directors’ 
room, the pine reception room and the 
extensive collection of antique furnish- 
ings and antique reproductions found in 
various rooms throughout the building. 

Two new exhibit rooms are expected to 
be installed in the near future. One of 
these, the safety educational exhibit, will 
display permanent models of the various 
safe driving tests which have been ex- 
hibited throughout the United States and 
at the 1937 Paris International Exposi- 
tion by the Aetna Casualty and Surety. 
The exhibit will also include a complete 
theater for the showing of safety educa- 
tional movies. 

A “Fire Prevention Theatre” forms 
the main attraction of the other exhibit 
and will provide interesting experiments 
showing the common causes of fires and 
explosions. A display of modern safety 
appliances for houses and _ industrial 
plants will be maintained in conneciion 
with the fire exhibit and will be devel- 
oped under the direction of underwriters 
of the Automobile Insurance Co. and the 
Standard Fire. 

A writing room is available to guests 
who wish to send messages to friends 
and relatives at home. 

a . a 


12-Year-Old Wm. O’Gorman Getting 
Marine Life Low-down 


William O’Gorman of Montclair, N. J., 
believes in going beneath the surface. 
As a newspaper man would say, he likes 
to get the low-down. That’s why he has 
taken up the study of marine life. He 
is twelve years old and the son of W. D. 
O’Gorman, vice-president of O’Gorman 
& Young, Inc., Newark general agents, 
and vice-president National Association 
of Casualty & Surety Agents. 

Young O’Gorman has a room on the 
third floor of his father’s house in Mont- 
clair that is fast becoming a museum of 
more than ordinary interest and com- 
pleteness. For four years he has been 
collecting everything he can that relates 
to marine life. He has many specimens, 
both living and dead; keeps a record of 
all he has and would like to have, reads 
technical books and corresponds with 
people in distant lands. He is also deep- 
ly interested in art and chemistry; the 
former to train his eye and hand to 
forms of the sea, and the latter to pre- 
serve perishable specimens and to learn 
what they are made of. 

The walls of Bill’s third floor domain 
are covered with maps, sketches of trop- 
ical fish and deep sea diving, many drawn 
by Bill himself. He has head and tail 
light tropical fish, three-spotted gou- 
ramis, Siamese fighting fish and many 
others, some of which he raised himself. 
Bill says he would like to follow in the 
footsteps, or dives, of William Beebe, 
the famous diver and student of marine 
life. Bill notes that Beebe discovered 
twenty-eight kinds of heretofore un- 
known fish on his last expedition, so 
there must be plenty more varieties to 
be found. Bill is making a study of 
diving apparatus and methods so that 
he can go down to the sea, not in ships, 
but in a helmet. 

Summers he spends at West Hampton 
Beach, Long Island, where he sleeps un- 
der an overturned boat and arises with 
the dawn to gather whatever the waves 
have cast up during the night. 

* * * 


New Jersey Losses Gain 


Fire losses in New Jersey are esti- 
mated at $640,000 for May. This is 
slightly higher than for the same month 
last year. For the first five months 
of 1938 losses are given as $2,941,000, 
which also is somewhat above the total 
for the same period last year. 
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Commercial Union-Ocean Group 
Coordinating U. S. Activities 


United States Officials Advanced and Made Joint Executives 
Of Fire and Casualty Companies; Gleiser and Miller 
Assistant United States Managers 


I. W. Koeckert, United States man- 
ager of the Commercial Union Assurance 
and general attorney of the Ocean Acci- 
dent & Guarantee, announces the follow- 
ing appointments: 

Henry Collins, United States manager 
of the Ocean, has also been appointed 
deputy United States manager of the 
Commercial Union. 

D. E. Monroe, assistant United States 
manager of the Commercial Union, has 
also been appointed assistant United 
States manager of the Ocean. Charles 
F. Rupprecht, who has been an assistant 
United States manager for some years, 
is resigning to join the Insurance Co. 
of North America. ; 

George L. Larkin, assistant United 
States manager of the Ocean, has also 
been appointed assistant United States 
manager of the Commercial Union. 

O. C. Gleiser, secretary of the Com- 
mercial Union, has been appointed as- 
sistant United States manager of the 
Commercial Union and assistant United 
States manager of the Ocean. 

H. W. Miller, secretary of the Com- 
mercial Union, has been appointed as- 
sistant United States manager of the 
Commercial Union and assistant United 
States manager of the Ocean. 

For some time past at the New York 
office and elsewhere over the country 
the Commercial Union-Ocean Group has 
taken steps toward a greater coordina- 
tion of the various activities of the group. 
The modern trend of business has 
emphasized the importance and the ever- 
increasing demand that men engaged in 
directing one class of business should 
have the opportunity of becoming 
familiar with all classes of business 
written by the group. The new appoint- 
ments may be regarded as another for- 
ward step in the general coordination 
plan of the group. 

All the new appointments concern men 
who have been in the service of either 
the Commercial Union or the Ocean for 
. many years. 


Careers of Gleiser and Miller 


Mr. Gleiser was appointed secretary 
of the Commercial Union companies in 
February, 1932, and transferred from 
St. Louis to New York. Previous to 
that he had been secretary of the 
American Central at St. Louis and gen- 
eral agent for the Commercial Union 
group. He has had an excellent back- 
ground in the business. The first twelve 
years of his experience were spent with 
the Illinois Inspection Bureau during 
which time he was trained in all 
branches of the office and field work 
of the rating bureau, culminating in his 
assuming the duties of office superin- 
tendent. 

In the Fall of 1920 he resigned from 
the bureau to enter the service of the 
Commercial Union organization as special 
agent for Indiana. In 1926 he was ap- 
pointed general agent for the companies 
in their Western department and in 1928 
he followed the Western department’s 
removal to New York in the same 
capacity. In February, 1931, he was 
appointed secretary of the American Cen- 
tral at its head office in St. Louis. 

Mr. Miller was appointed secretary 
in charge of automobile production and 









underwriting in 1936. Before that he 
was special agent in central New York 
State for the group with headquarters 
at Syracuse. He has been connected with 
the Commercial Union throughout his 
entire business life. He joined the 
organization in 1913 and served in various 
underwriting departments until 1917 when 
he left to serve in the war. In 1919 
he was appointed special agent in New 


York State following which he was 
transferred to Pennsylvania. In May, 
1920, he returned to the New York 


field. He is a past president of the 
Syracuse Field Club, served four years 
on the executive committee of the 
Underwriters Association of New York 
State and is a past most loyal gander 
of the Empire State Pond of the Blue 
Goose. 





J. B. DACEY’S FIELD EXTENDED 





Well Known Veteran Fieldman of Bos- 
ton and Old Colony Given Three 
More N. Y. Counties 


John B. Dacey, for many years state 
agent of the Boston and Old Colony in 
eastern New York, with headquarters at 
Albany, has now taken over in addition 
Dutchess, Ulster and Orange counties 
which were supervised formerly by Wil- 
liam S. Quinterro, who died recently. Mr. 
Dacey is one of the best known field 
men in New York State, has long been 
active in constructive developments 
among fire insurance fieldmen and has 
a host of friends among local agents. 
He is a charter member of the Albany 
Field Club and served as president in 
1915. At the twenty-fifth anniversary 
meeting of the club last November in 
Albany he acted as toastmaster. He is 
also one of the most prominent figures 
in the Underwriters Association of New 
York State. 





Several Important Changes 


In N. J. Fire Insurance Laws 


_Effective June 1 the insurance law of 
New Jersey was amended to permit fire 
insurance companies to insure against 
indirect as well as direct loss or damage. 
This permits companies to insure against 
consequential damage. Other import- 
ant changes permit companies now to 
insure collapse of buildings for causes 
not connected with a fire and to include 
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under the supplemental contract insur- 
ance against damage caused by striking 
employes and damage caused by all sorts 
of vehicles. Heretofore this latter cov- 
erage was restricted to damage by motor 
vehicles and did not insure against dam- 
age that might be caused by freight 
cars or horse drawn conveyances. These 
changes are incorporated in chapter 289, 
P. L. 1936. 





Pennsylvania Agents Protest 


Terms of Rate Cut Rule 


The Pennsylvania Association of In- 
surance Agents has named H. E. Mc- 
Kelvey, Pittsburgh; J. P. Lavelle, Scran- 
ton, and J. K. Payne, Philadelphia, a 
committee of three to contact the Middle 
Department Rating Association and pre- 
sent the strong objection of the agents 


to the conditions of a recent rate reduc- 
tion order and to the failure of the com- 
panies to inform the agents ahead of 
time when important rate changes are 
contemplated. 

“There has been a state-wide reduction 
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as required by law. 


CAPITAL . " ‘ ‘ é ‘ p ‘ ° e $1,500,000.00 
PREMIUM RESERVE Ps P P * P ‘ ° 1,565,471.71 
OTHER LIABILITIES. ° e ‘ ° . ° 256,133.87 
TVOLUNTARY CONTINGENCY RESERVE . P ‘ 53,281.17 
NET SURPLUS ‘ ‘ ° . " ‘ . 2,968,397.34 
*TOTAL ASSETS. ‘ P ‘ ‘ ° . * 6,343,284.09 
* Bonds and Stocks valued on New York I. e Dep Basis. 
+ Vol y Contingency Reserve to adjust Surplus to Market Valuation Basis. 

Securities carried at $45,286.73 in the above stat are deposited in i States 





in rates on protected dwellings in Penn- 
sylvania and pro rata return premium 
on existing policies is prohibited,” says 
Secretary F. D. Moses of the agents’ 
association. “If assureds are to benefit 
by the reduction, policies must be can- 
celed and re-written in the same com- 
pany for a term equal to the full orig- 
inal term and equal amounts. It is 
claimed this procedure means all dwell- 
ing policies throughout the state must 
be handled on or about the same time, 
which of course is a serious objection. 
It will also prevent the staggering of 
policies which many assureds desire.” 





ROBERT F. MOORE WITH BOSTON 


New Jersey State Agent for That Com- 
pany and Old Colony; Has Been 
Twenty-eight Years in Insurance 


Robert F. Moore, who has been special 
agent in northern New Jersey for the 
Fireman’s Fund group since the latter 
part of 1931, has resigned to become 
New Jersey state agent for the Boston 
and Old Colony insurance companies, 
succeeding the late W. S. Quinterro. His 
headquarters are located at Room 1212, 
Essex Building, 31 Clinton Street, New- 
ark. Mr. Moore is well and favorably 
known by fieldmen and local agents in 
New Jersey where he has served as spe- 
cial agent for the last fourteen years. 

Over twenty-seven years ago Mr. 
Moore entered insurance. He was with 
the Commercial Union thirteen years and 
left the brokers’ department of that com- 
pany to become fieldman in eastern New 
York with headquarters at Albany. In 
1924 he joined the Providence Washing- 
ton, supervising New Jersey and New 
York suburban territory as well as 
Brooklyn and New York City. Long ac- 
tive in fieldmen’s organizations, he has 
been president of the Suburban New 
York Field Club and the New Jersey 
Special Agents Association; also treas- 
urer of the New Jersey Field Club. Mr. 
Moore is married, has one son and re- 
sides in Maplewood, N. J. 
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Contingent Commissions Held Not 
Of Ultimate Advantage to Agents 


Company Executives Explain That Expenses Would 
Increase and Lower Loss Ratios Would Bring Still Lower 
Fire Rates With Consequent Further Decline in 


One of the subjects widely discussed 
in local agency circles today is that of 
contingent commissions on fire insur- 
ance business. In several states agents’ 
associations have gone on record as 
favoring such compensation in addition 
to the regular rates of commission 
and have appointed committees to con- 
fer with the companies on this prob- 
lem. In order to obtain a cross section 
of company viewpoints on this matter 
The Eastern Underwriter has discussed 
the subject with numerous company 
oficers and underwriters. As this is 
an open question of general interest 
expression through these columns of 
views of agents or brokers or addi- 
tional company representatives is in- 
vited. 

It would seem that the principle of 
compensating agents in a manner cal- 
culated to induce extra care in the 
acceptance of business would result to 
the advantage of the companies in lower 
loss ratios and to the agent in extra 
reward for care and thoughtfulness in 
the selection of the insurance he writes. 
On this point it seems to be the gen- 
eral view of company executives and 
underwriters that while there may be 
advantage to a company which pays 
agency contingents if others do not, 
that the advantage largely disappears 
when all companies pay a contingent 
and that in the last analysis to adopt 
the principle generally would not serve 
to the advantage of agents. 

The merit urged for such a plan is 
to reward the careful agent. One ob- 
jection urged is that the agent becomes 
in a sense an insurance carrier and 
although he may exercise the greatest 
care and judgment he may find his 
pocketbook the victim of a fire or tor- 
nado which will sweep away in a few 
moments his contingent rewards for the 
year. From the company side it is 
feared that the final result would be 
increase of expense without increase of 
net profit in the end. Several angles 
of the question need exploration before 
reaching any definite opinion on the 
subject. 

Misconception of Cost 


1. It is easy to misconceive the cost 
of adopting the general principle of 
payment of contingent commissions to 
agents universally. The practice, where 
in use, is that contingents shall be paid 
on the basis of agency net premiums 
and agency net losses, but the actual 
payment is made out of company net 
premiums; hence the ratio of contin- 
gent commission cost is to company 
net, not agency net premiums. The 
agency loss ratio may be greater or 
less than the company net loss after 
deducting reinsurance premiums and 
recoveries, especially where relatively 
large lines are written in one company. 

It is a striking fact not always real- 


Agents’ Income 


given year the bulk of the losses of an 
individual fire insurance company will 
come from a few agencies, though not 
the same each year, and that in any 
majority of its 


given year the great f 
agencies in any considerable territory 
will have a profitable record. Gener- 


ally speaking, the payment of a contin- 
gent commission to each profitable 
agency in any state or area large enough 
to constitute a reliable average will 
add up to a sum approximately 5% of 
the company net premiums under a 10% 
contingent plan. In other words, re- 
gardless of over-all loss ratio in a 
given area the payments of contingents 
to agents making a profit will cost in 
percentage of total premiums about 
one-half the specified percentage of 
contingent. 

The tabulation below by a represen- 
tative company is an exact computa- 
tion of the total of agents’ contingents 
payable for account of the same year 
in each of four states and its relation 
to company net premiums. It is tabu- 
lated for each individual agency in each 
state on the basis of 20% commission. 
The contingent figure is 10% and debit 
and credit for unearned premium re- 
serve for this purpose are considered 
to be equal, since they would average 
out that way in practice over a period 
of years. 

Increasing Expense Ratios 


2. Among the important features to 
consider in connection with this subject 
is the heavy expense ratios @f the fire 
insurance companies, which have risen 
many points in the last two decades. 
It must be borne in mind that only two 
items of expense are actually percent- 
ages of the premium, namely, agents’ 
commissions and taxes. Even the lat- 
ter are not all percentages for there 
are some flat taxes, such as depart- 
mental licenses and fees, agents’ li- 
censes, municipal licenses and Insur- 
ance Department examination fees. 
Certain other expenses such as rating 
board assessments, although expressed 
in percentages, are, in fact, charges 
upon premiums to defray more or less 
fixed costs of operation and represent 
a sum to be obtained by an assessment 
on the premiums, If the latter decline 
then the percentage of assessment in- 
creases. 


The 


other expenses of managemen'‘, 








ized that in any given area in any such as salaries, rent, lights, postage, 

State Agency Agency Ratio Gross Profitable 10% 
Net Net P rofit Agencies Contingent 

Premiums Losses Agency Gross Payable 

Basis Profit : 

A $258,893 $ 59,024 22.8 $148,090 $167,325 $16 733 
B 143,809 58,889 40.9 56,158 76,545 7,655 
Cc 398,788 146,654 36.8 172,376 213,908 21,391 
D 164,646 96,014 58.3 35,703 66,479 6,648 
1—Total $966, 136 $360,581 $412,327 $524.257 $52,427 
eRe ik obo senda utbart atau kG ecnaibucenia $436,974 $43,697 
STG ic Kc aati tees Ore thn tae ea eee $393,331 $39,333 


traveling expenses, policy forms, etc. 
are flat costs. The gradual reduction 
of the average rate during these last 
two decades is in very considerable 
measure responsible for the increase in 
the ratio to premiums of company ex- 
penses and that ratio will continue to 
increase if the average rate continues 
downward. It may be more or less 
constant as to liability, for the cost of 
handling the fire insurance business is 
related to the liability more than it is 
to the premium. It costs just as much 
to handle the same $10,000 line rated 
at sixty cents as when it was rated at 
eighty cents. 

Expense Ratios and Fire Rates 

3. The largest single item of company 
expense is commissions, which is also 
the largest single item in the ratio of 
company expense and the one which 
has shown the largest increase in the 
last two decades. The commission, or 
so-called production cost, has challenged 
the attention of the insurance buying 
public and of insurance departments. 
Whether justified or not, such is the 
fact and at least on the casualty side 
has resulted in some state regulation. 

If contingent commissions are to be 
paid to agents in addition to present 
commissions, it is inevitable that the 
ratio of agency commissions to pre- 
miums will be increased materially and 
total company expense ratios likewise. 
The question must be faced whether 
present conditions justify an increase. 
It must be borne in mind that both 
expense outgo and loss outgo consti- 
tute factors in the ultimate rate for 
insurance. If on present expense ratios 
rates may justifiably be based on a 
given loss ratio of say 48%, then a 
justifiable 2% increase in expense 
means justifiably basing rates on a 
46% loss ratio. Lower loss ratios as 
a whole would result in reduced rates 
and thus defeat the alleged purpose 
unless a larger expense ratio was rec- 
ognized and the basis of loss cost on 
which to predicate rates was lowered. 

Lower Flat Commissions Plus 
Contingent 

4. If it is considered that the present 
commission cost is as large a part of 
the premium dollar as can be justified 
in the interests of the public and the 
business as a whole, yet the principle 
of contingent commissions to agents is 








then it is inevitable that 
the flat commission must be reduced 
to the point where the payment of a 
flat plus a contingent commission shall 
not average, over all, a greater per- 
centage of premiums than the present 
ratio; in other words, shall not increase 
the average acquisition cost. 

It is a fact that the earnings of 
agents from the fire insurance end have 
been affected by the smaller volume of 
fire premiums because of the steady 
lowering of the rate level and of chang- 
ing conditions in insurance as well 
as in general business. On the other 
hand, the insurance agency writing a 
general business has a constantly in- 
creasing field for securing premium in- 
come in the development of additional 
insurance covers both in and out of 
the inland marine field and especially 
in the field of casualty companies. Con- 
sidering all sources the opportunities 
for total commission income would 
seem to be as great as ever, if not 
greater. 

The reason agents would like to re- 
ceive contingents is manifestly to in- 
crease income and the reason urged 
for payment of contingents to agents 


sons urged, 


is evidently to produce lower loss 
ratios. But what happens when loss 
ratios of companies as a whole keep 


falling The rates go down. So the 
payment by all companies of a contin- 
gent to all agents making a profit would 
materially increase expenses and if its 


purpose worked would eventually re- 
duce rates. 
Where is the net benefit? It is a 


grave question whether universal pay- 
ment of contingents to agents would 
accomplish anything more than an in- 
crease of company expense without in 
the long run increasing the agents’ net 
compensation because of the conse- 
quences flowing therefrom. Agents 
may feel that company expense is not 
a matter of their concern, but it is 
quite vitally for many reasons. To a 
large degree the prosperity of agents 
is bound up in the prosperity of_ the 
companies and what adversely affects 
companies is bound to affect agents 
eventually. Thoughtful men say that 
agents should be paid enough to attract 
the right kind of men into the agency 
business, but not paid so much as to 
attract a horde of all kinds of men to 





considered desirable for the many rea- chisel off their business. 
% of Total Co, %o Premiums Losses Total No. Total 
Total Net Contingent Unprofitable Unprofitable Agencies Unprofitable 
Premiums Premiums To Co. Net Agencies Agencies Agencies 
6.46 $221,871 7.54 $ 13,437 $ 29,985 194 14 
5.32 120,800 6.34 18,203 34,949 193 19 
5.36 317,435 6.74 49,740 81,324 245 49 
4.04 132,857 5.00 11,938 40,326 278 25 
5.43 $792,963 6.61 $93,318 $186,584 910 107 
4.52 5.51 
4.07 4.96 


NOTE: For purposes of these computations, a flat 20% commission is used in computing agency profit. 

|—Profits, Contingent Commissions and ratios with no deductions for Taxes or H.O. Expenses. 
—Profits, Contingent Commissions and ratio after deduction of 10% for Taxes and H.O. Expenses. 

3—Profits, Contingent Commissions and ratio after deduction of 15% for Taxes and H.O. Expenses. 
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Operation of Coinsurance Clause 
In Connection With U. & O. Lines 


How the certified public accountant 
looks upon use and occupancy insurance 
before and after a loss was the subject 
of studiously prepared paper by Frank 
S. Glendening, Philadelphia, read before 
the Insurance Federation of Pennsylva- 
nia, in session in Philadelphia May 27. 
His paper dealt almost entirely with ap- 
plication of the co-insurance form to use 
What follows is 


and occupancy covers. 
from his paper: 

“Because of the prevalence of the co- 
insurance form, I believe it would be 
well to review a form which has been 
the subject of considerable controversy 
in the law courts. The following extracts 
from a policy which was involved in a 
very important case will be discussed in 
order to emphasize the significance of 
these important sections of the policy 
contract and to dwell upon each of them 
from the accountant’s viewpoint: 


This insurance company shall be liable under 
this policy for the actual loss sustained, for not 
exceeding such length of time as would be re- 
quired with the exercise of due diligence and 
lispatch, to rebuild, repair or replace such part of 
the property described as covered by this policy 
as has been destroyed or damaged, commencing 
with the date of the fire and not limited by the 
date of expiration of this policy, to wit: 

Item I. on (a) The net profit which 
is thereby prevented from being earned and (b) 
such charges and other expenses, including sal- 
aries of officers—executives—department man- 
agers—employes under contract and other im- 
portant employes, as must necessarily continue 
during a total or partial suspension of business, 
to the extent only that such charges and ex- 
penses would have been earned had no fire 
occurred. This Item I covers expense of neces- 
sary heat, light and power, the cost of which 
is prevented from being earned during the time 
of total or partial suspension of business caused 
by fire. This Item I does not cover any por- 
tion of the insured’s ordinary payroll described 
in Item 


“Under this paragraph appears two 
problems: 1. The determination of the 
time of suspension which is usually ob- 
tained by agreement of architects, build- 
ers, machinery experts, riggers and ad- 


justers. 2. The determination of the net 
profit and continuing charges which 
would have been earned during the 


period of interruption. This is the func- 
tion of management and the accountant. 


Probability of Sales 


“In the case of a mercantile establish- 
ment, the amount which would have been 
earned during any suspension period can 
be estimated only by giving proper con- 
sideration to the probability of sales dur- 
ing the suspension period. If it is a 
manufacturing risk, the sales feature 
must be placed in the background and 
the loss of productivity becomes para- 
mount. It is observed that in many in- 
dustries sales may be confined to a 
period of one or two months during the 
year, but manufacture of the articles to 
be sold may continue throughout the 
year. Any interruption in such operation 
may create a loss in sales at a later 
date. Of course, if there would have 
been no sales, neither the profit nor the 
insurable charges would have been earn- 
ed and if such be the case, no recovery 
can be expected by the assured. 

This policy covers such expenses as are neces- 
sarily incurred for the purpose of reducing any 
loss under this policy, not exceeding, however, 
the amount by which the loss covered is there- 
by reduced. 

“This paragraph refers only to ex- 
penses which are required in order to 
reduce the loss and consequently all 
auxiliary operations of the assured dur- 
ing the period of suspension may not be 
considered by the insurance company. 

The amount of net profit and/or charges and 
expenses covered under Item I shall be de- 
termined, whether for the purpose of ascertain- 
ing the amount of loss sustained or for the ap- 
plication of the Co-Insurance Claues by giving 
due consideration to the experience of the busi- 
ness before the fire and the probable experience 
thereafter. 

_ “One of the most significant phrases 
in the entire policy contract is the one 
which appears at the end of this para- 


graph: ‘By giving due consideration to 


* the experience of the business before the 


fire and the probable experience there- 
after.” The experience of the previous 
year or of the previous month may be 
used as good criteria. * * * 

“In periods of longer suspension trade 
reports are consulted as well as Federal 
Reserve bulletins. The yardstick of gen- 
eral business conditions which compares 
the experience of the current period 
with that of the corresponding period 
in the previous year is often very help- 
ful in determining what the assured 
might have done. * * * 

Amount of Insurance 

Co-Insurance Clause—In consideration of the 
rate and form under which Item of this 
policy is written, this Company shall be liable, 
in event of loss for no greater proportion of 
such loss, which shall include expenses, if any, 
covered by paragraph (b) than the amount 
hereby covered bears to 100% of the sum of the 
annual net profits and the annual charges and 
other expenses (except expenses of heat, light 
and power and expense incurred for purpose of 
reducing any loss under this ey? described 
as covered by Item I that would have been 
earned “(had no fire occurred) during the 
twelve months immediately following loss or 
damage by fire, whether or not said charges 
and other expenses necessarily continue during 
a total or a partial suspensien of business.” 

“The co-insurance clause as set forth 
herein compels the assured to take more 
coverage than he is likely to collect. 
Two splendid illustrations of such a case 
would exist if the assured had an abate- 
ment clause in the lease on the premises 
covered or a cancellation clause (in 
event of fire) in advertising contracts. 
In order to circumvent the apparent dif- 
ficulty of requiring too much insurance 
most jurisdictions have admitted an 80% 
co-insurance form. The only apparent 
defense of such excessive requirements 
is that in most instances rent is not 
abated after a fire loss unless the prop- 
erty is vacated and short periods of in- 
terruption and partial losses are more 


frequent than large total losses. Under 
the latter circumstances the use and oc- 
cupancy policy would cover the continu- 
ing rent and advertising not otherwise 
earned by the portion of the premises 
which was undamaged, 

“No assured can properly comply with 
the last portion of this paragraph be- 
cause there is a lack of definite knowl- 
edge as to the profits which might be 
earned during an unknown twelve month 
period which would immediately follow 
a fire loss of an unknown date. A policy 
which would require insurance enough 
to cover continuing charges would be 
more indefinite than this one because 
continuing expenses would vary depend- 
ing upon the circumstances of the loss 
and the length of the interruption period. 

Time to Replace 

“The co-insurance clause states that 
‘100% of the sum of the annual net 
profits and the annual charges’ is the 
basic requirement, but the loss period 
is not so limited. As a matter of fact 
there would be few cases in which the 
time required to replace and rebuild 
would exceed one year, but if there be 
such case, most of the existing policies 
would not restrict the assured’s collec- 
tion to the loss in earnings of one year. 

Resumption of Operation and Use of Other 
Property—As soon as practicable after any loss, 
the insured shall resume complete or partial 
operation of the pager herein described and 
shall make use of other property if obtainable, 
if by so doing the loss hereunder will be re- 
duced, and in event of the loss being so re- 
duced such reduction shall be taken into account 
in arriving at the amount of the loss hereunder. 

“On discussing this section it should 
be borne in mind that it is a reasonable 
presumption that all assureds will be 
anxious to reopen their businesses if 
they are profitable. If a new estab- 
lishment is obtained in which temporary 
operations may be conducted, it is pos- 
sible that such operations may actually 
retrieve some or all of the loss caused 
by suspension at the assured’s original 
premises, but often these extraordinary 
operations accomplish nothing in the way 
of loss reduction but are attempted for 
the purpose of retaining the customer’s 
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goodwill or perhaps the maintenance of 
a reliable sales organization, * * * 
Not a Valued Form 

“Under the agreed amount forms jt jg 
mandatory for the assured to certify to 
the accuracy of last year’s income anq 
expense statement and on the same sheet 
to project a U. & O. value statement fo; 
the insurance year. If last year’s oper. 
ations are stated accurately, there js no 
co-insurance and the insurance company 
agrees to accept the assured’s estimate 
for the future period. This is not 4 
‘valued’ form such as the type which 
was formerly in use whereunder the as. 
sured did not have to prove a loss but 
merley collected a stipulated sum for 
each day of suspension. * * * 

“The proper time to set up the use 
and occupancy value is before the loss 
occurs and it should be amended fre. 
quently, probably once each quarter, For 
this purpose inventories should be care- 
fully estimated if no physical count has 
been made because inventories obviously 
affect the net income of every enter- 
prise. * * * 

“Extraneous income which is depend- 
ent upon the existence of the insured 
premises should be included as part of 
the use and occupancy value. 

Some Deductions Made 

“In setting up the values for co-insur- 
ance forms of mercantile establishments 
it has been common for adjusters to de- 
duct from sales only the cost of goods 
sold including inward freight, express 
and cartage, the discount on sales, ordi- 
nary payroll and the cost of heat, light 
and power. This procedure obviously 
requires the assured to pay premiums on 
items such as bad accounts, store sup- 
plies, collection expenses, sales taxes and 
direct sales commissions. Most agreed 
amount statements, however, permit the 
assured to deduct these items when com- 
puting the use and occupancy value. 

“Tt never has seemed proper that the 
assured should be asked to carry insur- 
ance on expenses which under no cir- 
cumstances could be collected by him.** 

“Tf a loss has occurred, it is not only 
necessary to establish the use and oc- 
cupancy value but also the extent of the 
U. & O. loss. Some suggestion as to 
the manner of computing future income 
has already been discussed, but in every 
manufacturing risk there are three addi- 
tional questions which are more difficult 
in partial losses than they are in total 
losses: 

“1, Was the reduced production at- 
tributable to the fire? 

“2. If production had been maintained 
at its former pace, could the product 
have been sold? 

“3. Was the Joss in production during 
the suspension period compensated for 
by increased production in the period 
which followed, thereby reducing or elim- 
inating the loss? 

“In answering No. 1 we consider the 
following factors: 

(a) Actual cancellation of orders. 

(b) Popularity of assured’s line. 

(c) Possible effect of advertising cam- 
paigns. 

(d) General business conditions. 

(e) Occurrence of other hazards such 
as an uninsured flood loss which may 
have occurred immediately following a 
fire loss. 

In obtaining the answer to question 
No. 2 we must consider all the facts set 
forth in the answers to question No. 1. 


“In discussing question No. 3 there is 
no specific provision in the policy to 
cover the salvaging of time except that 
the loss is restricted to the net profits 
and fixed charges which are prevented 
from being earned.* * * 

“The ations of computing the excess 
cost of production is quite involved and 
requires the use of figures in order to be 
properly illustrated and therefore has 
been omitted from this discussion. * * * 

Revision of Contracts 

“There is no U. & O. contract in any 
form which should be written for one 
year or more without periodical revision. 
A reporting form may be the solution 
to the difficulty of predicting future busi- 

(Continued on Page 29) 
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Northern Assur. Names 
Houston Secretary 


WITH COMPANY THREE YEARS 
Graduate of University of Colorado 
Gained Early Experience With 
America Fore Group 





R. P. Barbour, United States mana- 
ever of the Northern of London and 
the London & Scottish, announces the 
promotion of William M. Houston to 
the position of secretary for both com- 
panies. Mr. Houston was born in Den- 
ver, Colo., and is the son of M. Elliott 
Houston, president of the Title Guar- 
anty Co. of that city, who is prominent 
in Rocky Mountain insurance circles. 

Mr. Houston was graduated from the 
University of Colorado in 1927 and en- 
tered the insurance business in the Fall 
of that year in the home office of the 
Niagara Fire; earned field promotion in 
1928 as assistant special agent in Vir- 
ginia, West Virginia, Maryland, and the 
District of Columbia, from which he 
was transferred in 1929 to Charleston, 
W. Va., as special agent for the Nia- 
gara and the Maryland for that state. 

In 1930 he was transferred to the 
east coast of Florida, where he repre- 
sented as special agent the six Ameri- 
ca Fore companies in that territory 
until the Spring of 1931, at which time 
he was appointed manager of the auto- 
mobile, inland marine, and general cover 
departments of the America’ Fore 
companies’ Southern department at At- 
lanta. In 1935 Mr. Houston resigned 
to accept the position of executive spe- 
cial agent of the Northern of London, 
traveling throughout the territory east 
of the Rocky Mountains, with head- 
quarters at the New York office of 
the company. 

In the Fall of 1936 he was promoted 
to the position of assistant secretary 
and since that date has had supervi- 
sion over the company’s general cover 
business countrywide as well as direct 
supervision over the Middle Depart- 
ment states including West Virginia. 
As secretary, Mr. Houston will con- 
tinue with these same duties as well 
as other duties of a general nature. 
Mr. Houston’s familiarity with all lines 
of business written by fire companies 
and his wide acquaintance with agents 
throughout the country makes him par- 
ticularly fit for increased responsibili- 
ties, 





Liverpool Report 


(Continued from Page 1) 


continued to rise. Official figures show 
that in this country and elsewhere re- 
pair costs last year were as much as 
40% higher than in 1928, with every 
prospect of still rising labor costs due 
to rearmament activity. Obviously, hull 
rates should always be in proper rela- 
tion to repair costs for this factor ope- 
rates retrospectively in that it inflates 
claims under policies which have long 
since expired. 


Small Ciaims Very Costly 


“Once again we have to regret the 
deplorable position of cargo business. 
It may be trite to remark that rates are 
too low. The truth is that, due to un- 
restricted—and often uninformed—com- 
petition, cargo rates are now at levels 
which indicate that they can be based 
upon nothing but hope and this in spite 
of past experience. Unfortunately, it is 
not merely a matter of rating. The wide 
cover now granted, coupled with the al- 
most complete absence of any effort to 
make the assured bear some part of 
every loss, has opened the door to large 
numbers of small claims, negligible in- 
dividually but costly in the aggregate to 
insurers. 

“Underwriters have already urged col- 
lective efforts to improve cargo rates 
and conditions. I suggest that one of 
the most promising methods of doing 
so would be to reintroduce, and use 
more generally, deductible franchises to 
cut out small claims, many of which are 





June 10, 1939 








really in the nature of trade losses and 
which should more properly be borne 
by the ship owner and shipper and not 
by the insurer.” 

Turning to the brighter side of the 
picture and commenting on aggregate 
results for 1937 Mr. Pattinson referred 
to the year’s operations as being among 
the most satisfactory ever reported. His 
opening remarks also included reference 
to the significant fact that the total of 
net claim payments over the past 102 
years now exceed £200,000,000. 

In his preliminary reference to opera- 
tions of the different departments, Mr. 
Pattinson said: “In the fire department, 
there is a continuance of the high level 
of excellence we have of late years ex- 
perienced at home, in the United States 
of America, and elsewhere. In the acci- 
dent department, there is a higher stand- 
ard of achievement than we have previ- 
ously known, particularly in the United 
States, both in the amount of underwrit- 
ing profit and in the ratio to premiums. 
There is a restriction of controllable ex- 
penses. Taxation, both home and _ for- 
eign, is considerably higher than in 1936. 

On the subject of the gratifying im- 
provement in fire experience, Mr. Pat- 
tinson observed: “Insurance companies 
are entitled to take no little credit for 
the improvement in fire experience. Their 
constant efforts over many years in this 
country, in the United States, and else- 
where, to make the public ‘fire-preven- 
tion-conscious’ have not been without 
effect, and I am glad that this company 
since its inception in 1836 has aiways 
been a pioneer in this work.” 


U. S. A. Fire and Casualty 


Mr. Pattinson’s references to opera- 
tions and conditions in the United States, 
both in the fire and casualty fields, in- 
cluded the following: 

“Our fire results in the United States 
of America have again been highly sat- 
isfactory. Premiums have shown a small 
increase, losses have been moderate, and 
there has been little variation in ex- 
penses. We express to Harold Warner 
our warm appreciation of the able man- 
ner in which he continues to direct the 
company’s ‘affairs in the United States, 
and, through him, our thanks to all his 
colleagues. 

“It is satisfactory to see that negotia- 
tions are proceeding between Great Brit- 
ain and the United States in an en- 
deavor to arrive at a mutually acceptable 
basis whereby trade restrictions may be 
lessened, which we hope will lead to a 
general trade improvement in both coun- 
tries. 

“In the United States, the Globe In- 
demnity has produced a larger under- 
writing profit than any other in its his- 
tory. We congratulate A. Duncan Reid, 
the president, and all who were associ- 
ated with him, upon this splendid achieve- 
ment. 

“To Mr. Warner and to Mr. Reid we 
are particularly indebted for a most sat- 
isfactory year. Mr. Warner has once 
again contributed results of a very high 
standard, and Mr. Reid has excelled any- 
thing hitherto reported in our U. S. A. 
casualty account. To both we offer our 
warm congratulations.” 





EDWARD A. FITTS DIES AT 77 

Edward A. Fitts, veteran Haverhill, 
Mass., local agent and banker, died last 
week in Boston from a heart attack. He 
was 77 years old and had conducted an 
agency since 1903. His father had pre- 
viously been the owner. Companies 
which have long been in the agency in- 
clude the Agricultural, Royal Exchange, 
Maryland Casualty, American Eagle, 
Connecticut Fire, London & Lancashire 
and Caledonian. Mr. Fitts was the old- 
est thirty-third degree member of the 
Masonic fraternity in Massachusetts in 
years of affiliation. 





ANTHRACITE CLUB OUTING 


The annual outing of the Anthracite 
Field Club of Pennsylvania will be held 
June 23 at Irem Temple Country Club, 
Dallas, Pa. 
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Carpenter Resigns as 
Comm. of California 


MADE PACIFIC BOARD MANAGER 





Now En Route to Quebec Convention; 
Has Been in Insurance Business 
for Many Years 





Samuel L. Carpenter, Jr., has resigned 
as Insurance Commissioner of California 


to become on July 15 manager of the 





SAMUEL L. CARPENTER, JR. 


Board of Fire Underwriters of the Pacific 
with headquarters in San Francisco. He 
is now en route to Quebec for the annual 
convention of the National Association of 
Insurance Commissioners. H. F. Badger, 
present secretary-manager of the Pacific 
board, will remain as secretary. 

Mr. Carpenter became head of the Cal- 
ifornia Insurance Department on April 
3, 1935, and during the last three years 
has made a favorable impression upon 
the insurance business generally as_is 
evidenced by his new appointment. He 
was born in Denver on April 11, 1890, 
and was educated in public schools there. 
From 1908 to 1909 he attended the Uni- 
versity of Colorado and from 1909 to 
1911 the University of California at 
Berkeley. He entered insurance in San 
Francisco in 1911, a year later moved to 
Los Angeles and was continuously en- 
gaged in the insurance business there 
until his appointment as commissioner by 
Governor F. F. Merriam. For fourteen 
years prior to 1935 he was with Rule & 
Sons, Inc., insurance agents and brokers 
with head offices in Los Angeles and 
branch offices elsewhere on the Pacific 
Coast. During the last four years of 
his connection with that office Mr. Car- 
penter was vice-president and general 
manager. 





Canadian Insurers Win 


Fight on School Policies 


Purchase of fire insurance on schools 
and other municipal property has re- 
cently been a subject of controversy in 
a number of municipal councils and 
school boards, says the Financial Post 
of Toronto. Generally the trouble has 
been over the allotment of business be- 
tween the different Canadian insurers. 

Toronto last week threatened to go 
one step farther and take a leaf from 
the Alberta Government’s book. It was 
Suggested that $20 millions of school 
business be placed outside Canada. The 
scheme supported by eight of the seven- 
teen members of the Board of Educa- 
tion was a Lloyd’s policy with a deduct- 
ible clause. The Board of Education 
would pay the loss on any fire up to 
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$15,000. After that Lloyd’s would pay. 

The rate naturally was substantially lower 

than Canadian insurers could offer. 
Representatives of the Canadian Un- 


derwriters Association made a_ strong 
protest against the Toronto scheme, and 
finally won their case. Their argument 


was based on two points: that the ordi- 
nary insurers are an important element 
in civic business life, that they pay sub- 
stantial taxes, support many citizens 
through their payrolls and that they 
should get the business “rather than a 
company | which makes no contribution to 
the city.” 

Second plea was that the Toronto 
scheme calling for tenders for insur- 
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ance with the $15,000 deductible ciause 
would automatically eliminate the regular 
insurers because of the impossibility of 
making anything like a scientific rating 
on that basis. It was pointed out that 
for satisfactory ratings on the deductible 
basis, long experience would be necessary 
and that an individual rating would have 
to be made for each separate building to 
be insured. 

The Toronto Board of Education fire 
rate has been steadily declining. From 
1922 when the rate per $100 was seventy 
cents, it is now only thirty-four cents. 
As new schools are built and as others 
are improved, the cost is going even 
lower than that. 





Page 23 





S. S. CHAMBERLAIN WEDS 
Miss Isabel Mary La Monte, daughter 
of Mr. and Mrs, George V. La Monte, 


was married last Friday to Stephen 
Stuart Chamberlain, son of Dr. and Mrs. 
\. R. Chamberlain of Maplewood, N. J. 


The ceremony was performed at St. 
Peter’s Episcopal Church, Essex Fells, 
N. J., by Rev. J. Holmes McGuiness of 


Chester, N. Y., uncle of the bridegroom. 
Mr. Chamberlain is a graduate of Kent 
School, Kent, Conn., and the University 
of Virginia. He is now with Appleton 
& Cox, Inc.. New York, marine under- 
writers. After a wedding trip to Ber- 
muda Mr. and Mrs. Chamberlain will re- 
side in Maplewood, N. J 


The Life-Saving Benevolent Association was Founded 


by Atlantie’s First President in 1849 


Atlantic abere the 
following policies: 
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anne has always taken an active part in encouraging mea- 


sures to lessen the dangers of the sea to life and property. The 


Life-Saving Benevolent Association is only one example of this 


“above-business” 


attitude which has helped make Atlantic an out- 


standing company in the maritime world. 


Today, in addition to marine policies, Atlantic writes insurance on 


practically every type of property. And every Atlantic policy you sell 


means another satisfied client—your best advertisement. Careful in- 


surance buyers value the unquestioned strength of a conservative 





A NON-ASSESSABLE 


LEGAL RESERVE 





PROFIT PARTICIPATING 


INSURANCE COMPANY 


AT 








Baltimore « 


Boston ° 


Chicago ¢ Cleveland » 


company nearly 100 years in business... 


Newa rk ° 


and the economy of Atlantic’s 


broker-placed, non-assessable, profit-participating policies. 


LANT 


Chartered 1842 


TG, 


MUTUAL INSURANCE CO. 
Atlantic Building: 49 Wall Street, New York 


Philadelphia 









Page 24 















ALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 
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Lincoln said: “You can fool some of 
the people all of the time, and all of 
the people some of the time, but you 
can’t fool all of the people all of the 
time,” .or nearly so. In my life’s ex- 
perience in trying to make “an average” 
philosophy to guide me and sometimes 
console me, I have paraphrased the above 
as follows: “You can please some of the 
people all the time, and all of the people 
some of the time, but you can’t please 
all the people all of the time.” To a 
person who has been on the “firing line” 
in constructive work most of his busi- 
ness life my philosophy will no doubt 
have some appeal. 

I once voiced this sentiment to the late 
George B. Edwards, then vice-president 
of the Germania, who asked me one day, 
in a mellow mood, “Well, how are you 
doing, old man?” My answer was: “I 
try to make a fair average between my 
family, my friends, the officers of this 
company, the agents, present and pros- 
pective, loss claimants, my conscience and 
the Almighty.” “Well,” said he, “if you 
make only a fair average you are doing 
as well and better than most.” He had 
always been of a constructive mind, and 
had a marvelous record for many years 
in the field, and knew what he was 
talking about. Before parting that day 
(sometime in 1910) I remarked: 

“Mr. Edwards, if after being out of 
the field for nearly twenty years as you 
have been and agents would still ask 
about me and speak well of me, as they 
do about you when I see them, I would 
feel that I had accomplished something 
worth while in life.’ Mr. Edwards smiled 
his usual ingratiating smile, opened a 
drawer in his desk, where he kept his 
choicest cigars, and said: “Have one or 
two.” 

* * * 


“Larry” Daw 

Lawrence Daw, manager of the N. Y. 
Fire Insurance Rating Organization at 
Syracuse and secretary of the Under- 
writers Association of New York State, 
was recently tendered a dinner in com- 
memoration of his twenty-fifth year with 
the association by the Syracuse Field 
Club and associates. Mr. Daw is a grad- 
uate of Stevens College, New Jersey, and 
was graduated as a mechanical engineer 
in 1901. He started in the insurance 
business as an inspector for the former 
Middle States Inspection Bureau, from 
which many prominent underwriters have 
come. In 1913 he became chief engineei 
of the U. A. of N. Y. State, having 
previously gained a field experience with 
the Hamburg-Bremen and Jefferson in- 
surance companies in the N. Y. field for 
several years before coming to the N. Y. 
State Association. He served as chief 
engineer for the N. Y. State Defense 
Council during the war, when the mem- 
bers of the association all served in the 
capacity of inspectors to safeguard plants 
that were necessary to guard the re- 
sources of the United States in the war. 

In 1917 to 1918 he was secretary of 
the executive committee and then in 1922 
assistant manager of the Syracuse divi- 
sion of the N. Y. F. I. Rating Organiza- 
tion under Mr. Jenness, manager, and 
then in 1923 manager . 

Above are merely “mile stones.” What 
[ am concerned with now is Larry Daw, 
the fine man, primarily, able insurance 
functionary besides. He always knew his 
stuff, of course, but what is just as im- 
portant he knew how to put it over, be- 
cause he had the inborn qualities of a 


leader and friend maker and a friend- 
keeper. He has the ability to clear 
away fog and let sunlight penetrate into 
an issue, in a modest, self-effacing but 
thoroughly forceful way, and he is thor- 
oughly honest and dependable — and 
“passing the buck”—a very prevalent 
method nowadays, indulged in by high 
and low—is an unknown quantity to him. 

This has endeared him to both com- 
pany men and agents. Rating managers 
in the past were not very popular with 
agents as a rule, nor with some compa- 
nies. Mr. Daw is popular with both, 
and also with the Insurance Department 
(since the Insurance Department has 
come to regulate all of the activities of 
the bureau), It takes a real man to make 
an “average” with all the various factors 
and problems. It will be difficult to 
replace him when his time to retire 
comes, after a long and honorable career. 

I remember well, when in 1913 after 
I had been elected chairman of the 
executive committee, he came to me and 
wished to talk to me as “man to man 
about whether he should stick with the 
association or not. I advised him to 
stick, and wanted him to stick, for, as 
chairman of the executive committee I 
wished to conserve his valuable services 
and also felt that he had a future with 
us, if he did stick, and I might add, I 
liked the man personally. I also taught 
his son how to swim later on. 











Hanover Fire Seeks New 


Gainesville Case Trial 
The Hanover Fire has asked for a new 
trial of the M. B. Shiretzki tornado-fire 
loss case in Gainesville, Ga., after a 
jury awarded Shiretzki $2,000 in Hall 
County Superior Court. Shiretzki’s gro- 
cery store was destroyed at the time of 
the Gainesville tornado in 1936. The 
main points of contention in the case 
were the fallen building clause, owner- 
ship of stock and additional insurance. 
The fire was alleged to have spread from 
another store, four buildings in the 
block having been destroyed. The com- 
pany claimed that the policy was nulli- 
fied by reason of the fallen building 
clause and that the fire and collapse of 
the building were caused by the tornado. 
The Court of Appeals is now reviewing 
this case. There are a number of simi- 
lar Gainesville cases pending in court. 
The Hall County Court’s verdict is con- 
trary to that given in the Pruitt-Barret 
Hardware Co, case in Gainesville a few 
months ago. 


RORICK CRAVENS IN EUROPE 


A European visitor is Rorick Cravens, 
member of Cravens, Dargan & Co., 
Houston, Texas. After paying some 
visits to insurance men in London he 
and Mrs. Cravens went to Germany. 

Cravens, Dargan & Co. was started by 
James Cravens in 1902. Companies for 
which it is general agents in Texas are 
Eagle Star, St. Paul F. & M., American 
Central, Boston, Camden, Century, Poto- 
mac, Allemannia, Michigan Fire & Ma- 
rine and Georgia Home. Companies for 
which it is general agent on the Coast 
are Eagle Star, Camden and Century. 

The business is now owned by Rorick 
Cravens, Malcolm Cravens (brothers) 
and Kemp S. Dargan. Malcolm Cravens 
is head of the Pacific Coast offices. Mr. 
and Mrs. Cravens sailed for Europe on 
the Manhattan. 
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That hard work makes for success is a 
maxim that is sometimes misleading. 


When a local agent starts to operate 








on some new, unusual and basic plan 








that lifts his business above the diff- 





culties that surround it, that’s when 





success starts. Such a plan is described 











in our free book ‘‘Planned Progress.” 
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HENRY M. ZWEIG RETIRES 


Gives Up Post of General Agent of Na- 
tional Because of Ill Health; Will 
Leave N. Y. Agency Also 

Because of ill health Henry M. Zweig 
has retired as general agent in New 
York City of the National Fire of Hart- 
ford and he will retire shortly also as 
president of Zweig, Smith & Co., Inc. 
agents at 85 John Street, New York 
City. However he will continue as a 
director of the agency and of the Trans- 
continental and Franklin National insur- 
ance companies. For more than forty 
years Mr. Zweig has been in insurance, 
starting with the Western department of 
the Connecticut Fire at Chicago. Later 
he was special agent for the company, 
leaving to accept a similar post for the 
National in Western Pennsylvania. Then 
he became state agent for the same com- 
pany. Active in insurance organization 
affairs Mr. Zweig served in 1921 as presi- 
dent of the Underwriters’ Association of 
the Middle Department after holding 
several other posts of responsibility in 
the association. 

In 1922 the National Fire transferred 
Mr. Zweig to New York City and placed 
him in charge of world-wide brokerage 
affairs as general agent. Four years 
later he and A. J. Smith and M. K. 
Smith formed the local agency partner- 
ship of Zweig, Smith & Co. Mr. Zweig 
continuing as general agent for the Na- 
tional. The agency was incorporated in 
1928 with Mr. Zweig as president and 
A. J. Smith as vice-president. 

‘ During the Spanish-American War Mr. 
Zweig served in Cuba as captain of the 
first Illinois Volunteers. Today he is a 
member of the Society of Santiago and 
also an honorary member of the Smoke 
& Cinder Club of Pittsburgh. His de- 
cision to retire from further active par- 
ticipation in fire insurance is viewed with 
regret by a wide circle of friends in 
New York, Pennsylvania and the Middle- 
west. Zweig, Smith & Co. is one of the 


leading agencies in the New York metro- 
politan area. 





STATE AGENT FOR KANSAS 

Vice-President Alfred Stinson has an- 
nounced the appointment of Wallace H. 
Jones as state agent for Kansas of the 
Automobile and the Standard Fire, suc- 
ceeding Thos. H. Byrd, resigned. Mr. 
Jones, who has been in charge of the 
insurance department of the Hadley 
Corp., Detroit, for the past six years, 
will make his headquarters Topeka, 
Kansas, temporarily. 
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Reporting Forms and Floaters 
Explained by Northern Assurance 


The Northern of London and the 
Scottish Union & National have devoted 
the May issue of Northern Lights, pub- 
lication of the companies under the edi- 
torship of H. V. Carlier, to a detailed 
explanation of the reporting form and 
floater contracts. William M. Houston, 
who has just been named secretary of 
the companies, has written an article of 
twenty-four pages on the various report- 
ing forms, together with practical in- 
formation pertaining to the application 
of the various forms in general use 
throughout the country together with 
properly written examples of such forms. 

In an ‘accompanying letter to agents 
United States Manager Robert P. Bar- 
bour says that “inasmuch as reporting 
form and floater contracts have come to 
stay and you and we will not receive 
many specific lines heretofore written, 
it is up to us both to post ourselves on 
these covers and go after the business. 
We suggest careful study on the part 
of all in your office who solicit busi- 
ness.” 

Advantages of Reporting Form 

Discussing selling points and advan- 
tages of the reporting policy Mr. Hous- 
ton writes: 

“From an assured’s standpoint a re- 
porting policy is to him a sensible busi- 
ness man’s contract. It is superior to 
specific insurance even with the 50% 
pro rata reduction privilege, because it 
greatly reduces the element of human 
error in the issuance of endorsements 
increasing or decreasing policy amounts 
and adding new locations. 

“The last word in contents insurance 
is full protection to value at all locations 
at all times as respects all losses, be 
they partial or total. 

The advantages of a reporting form 
policy are: 

“1. 100% insurance to value is auto- 
matically provided at all locations at all 
times. 

“2. Such a policy automatically fol- 
lows the assured’s inventory upward and 
downward as it fluctuates throughout 
the year. 

“3. There is never too much or too 
little insurance. 

“4. All increases or decreases in lia- 
bility are computed on a pro rata basis, 
thereby avoiding the customary short 
rate cancellation penalties. 

“5. The assured never pays premium 
on more insurance than is necessary. 

“6. The number of policies is reduced 
to a minimum, thus reducing the possi- 
bility of errors and non-concurrencies 
in the preparation of policies, forms and 
endorsements. 

“7, Insurance is automatically provid- 
ed at any new location at which the 
assured may have merchandise in stor- 
age, or for sale, between the dates for 
reporting values. 

“8. It is permissible to attach the new 
extended coverage endorsement (old 
form supplemental) as well as earth- 
quake and sprinkler leakage, also ma- 
licious damage, where permitted by local 
rating boards. 

“You are, therefore, in a position to 
offer an assured a multiple peril policy 
granting complete protection at a total 
annual premium cost far less than would 
be the cost if the same protection was 
Provided under specific policies for the 
same amounts covering separately the 
same perils. 

“Provided the values are sufficiently 
large to comply with minimum premium 
requirements, it is not necessary to wait 
until the expiration of present specific 
Insurance to take out a reporting pol- 





FIRE PREVENTION WEEK 
Fire Prevention Week this year will 
be celebrated from October 9 to 16. The 
National Fire Protection Association will 
have posters and other material avail- 
able in August. 


icy, nor is it necessary to cancel the 
specific insurance short rate. A report- 
ing or general cover policy operates as 
excess coverage over and above the spe- 
cific insurance in force, and credit would 
be allowed for the premiums paid on all 
such specific insurance until the normal 
expiration dates thereof.” 


NEALE JOINS LABORATORIES 

John S. Neale, for the last fourteen 
years chief engineer for the Chicago 
Board of Underwriters, has resigned to 
become chief engineer of the protection 
department of the Underwriters Labora- 
tories, effective June 16. In his new 
post Mr. Neale will have charge of ex- 
amination, testing and classification of 
retardants and fire resistive building ma- 
terials, such as fire doors, fire windows, 
walls and partitions of various construc- 
tions, roofing materials, vaults and safes. 


Mr. Neale will be succeeded at the Chi- 
cago board by Elmer F. Reske as acting 
chief engineer. Prior to joining the Chi- 
cago board Mr. Neale was with the 
Tennessee Inspection Bureau at Nash- 
ville for five years. 


HOME F. & M. DIVIDEND 
Directors of the Home Fire & Marine 
have declared the regular quarterly divi- 
dend of 50 cents a share on the capital 
stock of the company to shareholders of 
record Monday, June 6, payable on and 
after June 15. 
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Speakers to Explain B. D. O. 
Work to New York Brokers 


\n important meeting on business de- 
velopment will be held next Tuesday 
afternoon, June 14, at four o’clock in 
the great hall of the Chamber of Com- 
merce, 65 Liberty Street, New York City, 
at which time several well known speak- 
ers will explain to brokers what the 
Business Development Office is doing to 
advance the interests of stock fire insur- 
ance. An informal committee headed by 
E. C. Richard, manager of the New York 
office of the American of Newark, has 
been working for some time to arrange 
such a meeting. Among those who will 
speak will be F. S. Dauwalter, director 
of the B.D.O.; Charles V. Scanlon of 
Benedict & Benedict, brokers; Laurence 
E. Falls, vice-president of the American, 
and E. M. Allen, executive vice-president 
of the National Surety. 

Organized two years ago by the In- 
surance Executives Association and the 
National Association of Insurance Agents 


J. O. Kremer to Wed; Father 

College Alumni Ass’n Pres. 

Joseph O. Kremer, son of Mr. and Mrs. 
J. Brainerd Kremer of Montclair, N. J., 
and Geraldine Storm, daughter of Mr. 
and Mrs. Raymond W. Storm of Pel- 
ham Manor, N. Y., will be married next 
Friday, June 17, in Huguenot Memorial 
Church, Pelham Manor. Mr. Kremer, 
who is associated with the New York 
insurance office of Starkweather & Shep- 
lev, brokers, was graduated from Mont- 
clair Academy and Williams College. 
class of 1936, where he was a member of 
Delta Phi fraternity. 

The bridegroom-elect’s father, who is 
also connected with Starkweather & 
Shepley in New York, was last week 
elected president of the Dickinson Col- 
lege Alumni Association. Mr. Kremer 
was born in Carlisle, Pa., where Dick- 
inson College is located and lived there 


while acting as special agent for the 
Liverpool & London & Globe. After 
being appointed deputy United States 
manager of the company he moved to 
Montclair. He retired from the L. & 
L. & G. some years ago. 


CAMDEN COUNTY AGENTS’ ASS’N 


The Camden County Underwriters As- 
sociation, Inc., has been formed in New 
Jersey with sixty-five members. William 
BRB Hambleton, who for many years has 
been vice-president of the New Jersey 
Association of Underwriters from Cam- 
den County, was elected president: Carl 
Fvered, first vice-president; Wilbert 
Mick, second vice-president; A. W. Top- 
kis, secretary, and Leon Clair, treasnrer. 
The directors are Charles Capell, Ellis 
Goodman, Robert H. Harman, Emil C. 
Hessert., Jr, Louis J. Jovee, Jr., Mal- 
colm Kraft, W. T. MacAllister. J. C. 
Madara, Charles Skerrett, John Steward 
T. Harrv Todd, Aldan Truscott 


’ 





WITH MILLS & HONNESS, INC. 
Mills & Honness, Inc., 75.Maiden Lane. 
New York City. have been appointed 
metropolitan and country-wide binding 
agents of the Minneapolis Fire & Ma- 
rine, a member of the Phoenix of Hart- 
ford group. 


the Business Development Office has 
proved itself a most constructive instru- 
ment for assisting agents and brokers 
to meet the competition of non-stock 
carriers. By supplying fieldmen and pro- 
ducers with information relative to the 
financial standing of non-stock fire in- 
surers and stressing the security of stock 
companies and the service of competent 
agents and brokers the B. D. O. has 
made available to producers a tremen- 
dous amount of information which they 
heretofore lacked when faced with com- 
petitive problems. Close cooperation be- 
tween agents and fieldmen in many states 
has resulted not only in saving for stock 
carriers many risks threatened by mu- 
tuals and reciprocals but in taking away 
from non-stock insurers numerous de- 
sirable risks. It is expected that be- 
tween 400 and 500 brokers will attend 
the meeting in New York City next 
week. 





CHAPMAN WITH: COLE & CO. 

Robert Chapman, well known in bas- 
ketball circles, has joined the production 
department of John O. Cole & Co., Inc., 
80 Maiden Lane, New York City. He 
has just returned from a four months’ 
tour of South America with the first 
A. A. U. all-star basketball team to rep- 
resent the United States in foreign coun- 
tries. He is also the son of Amos A 
Chapman, also associated with the Cole 


organization, and formerly with R. C. 
Rathbone & Son, Inc. 





N. J. AGENTS’ CONVENTION 


The New Jersey Association of Un- 
derwriters has set Thursday and Friday, 
September 15-16, as tentative dates for 
the annual meeting. Both Asbury Park 
and Atlantic City are seeking the con- 
vention. F. S. Dauwalter, director of 
the Business Development Office, is like- 
ly to be one of the speakers on the 
program. 





N. Y. C. AGENT FOR CONCORDIA 
The Loyalty Group has appointed 
Danzig, Rieders & Wolper, 349 East 
149th Street, New York City, as metro- 
politan agent for the Concordia Fire. 
This agency also represents the Fire- 
men’s of the Loyalty Group for auto- 
mobile and the Metropolitan Casualty 
for all forms of casualty coverage. 
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FIRE RATE CHANGES MADE 





New York Exchange Announces Several 
Reductions; No Action Taken On 
Agency Agreement 

The New York Fire Insurance Ex- 
change on Wednesday adopted the pro- 
posed change in the exchange agree- 
ment that every member or signatory 
shall at all times keep and maintain a 
complete, true and accurate set of books 
and records. Recommendations of the 
special committee on agency agreement 
were considered, including one amend- 
ment which was ruled to require notice 
to all members of the exchange. There- 
fore the entire subject was referred back 
to the special committee. The revision 
of the exchange form of agency agree- 
ment is intended to make it clear that 
agents are independent contractors and 
this week the Association of Local 
Agents of the City of New York agreed 
upon a number of changes to the pro- 
posed revision which were forwarded to 
the exchange prior to Wednesday’s 
meeting. 

Baldwin & Seeley, Inc., 220 East Forty- 
second Street, representing the East & 
West, was elected to class 3 membership. 

Changes in rates and rating rules approved 
included the following: ¥ 

(a) Cold storage warehouses, both sprinklered 
and unsprinklered, rates reduced on merchandise 
in cold storage. 

(b) Rule changed so as to permit insurance 
of stock, furniture and fixtures and machinery 
in a single fire section under one item with 
the 80% or higher average clause when all 
subjects bear the same rate. 

(c) The stop rate on sole tenant fireproof 
mercantile buildings was reduced, 

(d) Rate differentials on buildings and con- 
tents of risks subject to general minimums 
where the construction is hollow or solid con- 
crete block, hollow or solid cement block, or 
hollow terra cotta or hollow tile block were re- 
moved so as to accord such risks the same 
rates as brick construction. This action includes 
huildings in course of construction, buildings 
and contents of dwellings, apartment houses, 
stores-and-dwellings, one story stores, and pri- 
vate family garages and stables, when subject 
to general minimums. 
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Prize Winners at New York 


Square Club Tournament 


Under the chairmanship of Edward 
R. Aichele the third annual golf tourna- 
ment of the Insurance Square Club, Inc, 
of New York was held June 3 at the 
Garden City Country Club. Sixty mem- 
bers and guests participated in the com- 
petition which resulted in the following 
awards: 

The club trophy was won by Frederick 
Acker with a low net score of 71. He 
retains possession for the ensuing year. 
The prize for the second low net score 
was won by John Heuman who shot 72. 
Edward R. Aichele, Jr., received the 
prize for the third low net score with 
a recording of 73. The best gross score 
of 81 was turned in by E, Harvey and 
he was awarded the prize for this part 
of the competition. 

Prizes for the kickers handicap were 
awarded to the following: first prize, R. 
Bachert; second prize, A. Mezey; third 
prize, V. Caldwell. A. C. Willis had the 
longest drive on the first hole and he 
received the prize for this feature. 


SENTINEL NAMES S. J. NEWMAN 


The Sentinel Fire of the Springfield 
Fire & Marine group has appointed S. J. 
Newman, Inc., 76 William Street, New 
York City, as fire agent for New York 
City. William F. Nolan has joined the 
agency as vice-president and fire depart- 
ment manager. He served for many 
years with the Stuyvesant and subse- 
quently was manager of the brokerage 
and service department of the London 
Assurance before starting his own agen- 
cy a few months ago. 


ATLANTIC CITY MEETING 

The Atlantic City Association of In- 
surance Agents will hold a meeting and 
outing on Thursday, July 14, at the 
Northfield Country Club, Northfield, N. 
J. Agents from Atlantic, Ocean, Bur- 
lington, Cape May, Gloucester and Salem 
counties have been invited. 


PA. AGENTS MEET SEPT. 12-14 

The Pennsylvania Association of In- 
surance Agents will hold its annual con- 
vention September 12-14 at Galen Hall, 
Wernersville, Pa. Galen Hall is a mod- 
ern resort on South Mountain near Read- 
ing, Pa., and offers an excellent golf 
course. 














JOINS MARSH & McLENNAN 

Michael T. Kelleher of Cambridge. 
Mass, who resigned recently as Second 
Deputy Insurance Commissioner of Mas- 
sachusetts, has joined the New England 
office of Marsh & McLennan, Inc., 10 
Post Office Square, Boston. 
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Blue Goose Meeting 
Program Is Announced 


CONVENTION AT LOS ANGELES 





Grand Nest Gathering August 23-25 In- 
cludes Business Sessions and Enter- 
tainment Features 


General Chairman V. W, McKinney of 
the Los Angeles committee arranging for 
the thirty-second annual convention of 
the Grand Nest of the Blue Goose at 
the Biltmore Hotel, has sent to the vari- 
ous ponds and to individual ganders the 
program for the convention, accompanied 
it with a letter urging the ganders to be 
in Los Angeles not later than Tuesday 
morning, August 23, so as to have an 
opportunity to participate in all the do- 
ings of the convention. The letter also 
advises the ganders of the best travel 
arrangements, and tells those from east 
of Chicago to leave that city not later 
than Saturday night, August 20, and to 
have their reservations on the Blue Goose 
car so as to travel with their fellow 
ganders. 

The program follows: 

Tuesday, August 23: registration and 
in afternoon golf tournament at the Wil- 
shire Country Club, also sightseeing trip 
to Hollywood and other points of inter- 
est. There will be a dinner dance in the 
evening. 

Wednesday: opening of convention in 
the morning to be followed by model 
initiation by the San Francisco pond. 
In the afternoon there will be another 
session of the convention and for the 
women a sightseeing trip. 

Thursday: business sessions of the con- 
vention in the morning and afternoon. 
The convention will close with a good 
fellowship banquet and dance in the 
grand ball room of the Biltmore. 


N. Y. Examiners Will Fea- 


ture Educational Program 


Development of an intensive program 

for the Fire Insurance Examiners As- 
sociation of New York City during the 
coming year is forecast by Stephen F. 
O’Connor, London Assurance, recently 
elected president of the underwriters’ 
group. “We’re not going to forget that 
‘better underwriting’ is part of our 
motto and we’re going to make every 
effort to bring before the association 
speakers of real merit and experience,” 
Mr. O’Connor said. “One of our first 
jobs will be to set up a speakers’ com- 
mittee to help us choose outstanding 
company executives as guests at our 
monthly meetings. We are primarily 
interested in officials with a real under- 
writing background, men who rose up 
to the top through the types of jobs 
we ourselves now hold.” 
_A schedule of inspections of typical 
industrial plants will also be worked out 
in the near future, Mr. O’Connor said, 
emphasizing this feature of the asso- 
Ciation’s activity as one of the most 
profitable “extracurricular” studies. 


TO TEST VA. TAX LAW 

Active steps toward having fire insur- 
ance companies pay a levy of 1% on 
gross premiums to disabled firemen will 
be taken at the annual meeting of the 
Virginia State Firemen’s Convention to 
be held at Luray, August 9-12, accord- 
ing to F. H. Wheeler, of Clifton Forge, 
President. He says that a test of the 
law will be made in the courts to de- 
termine its validity which is being ques- 
tioned by the companies. So far, he 
Says, none of the companies have paid 
the assessment. 


PREMIUM FINANCING GAINS 

A large increase in the financing of 
Premiums is reported for April by the 
Del Mar Co., Baltimore, which does the 
financing for the United States Fidelity 
& Guaranty and the Fidelity & Guaranty 
ire. It is a subsidiary of the U. S. F. 
& G. The April total was $101,430, the 
highest month in the history of the 
company and 24% above April of last 
year. It also was 10% greater than 
any previous month. 











JAMES O. SCHWANK DIES 


Formerly Superintendent of New York 
Fire Patrol for Over 20 Years; 
Funeral Wednesday 
Funeral services were held Wednes- 
day morning at St. Paul’s Roman Catho- 
lic Church, West Reading, Pa., for James 
O. Schwank, who retired over three 
years ago as superintendent of the New 
York Fire Patrol and who died last 
Saturday in St. Mary’s Hospital in Read- 
ing. He was 64 years old and for some 
time had been in poor health. A son, a 

daughter and two sisters survive. 

Mr. Schwank came to New York City 
from Reading as a young man and be- 
came connected with the Pinkerton 
agency. At one time also he was con- 
nected with the Atlantic Refining Co. of 
Pennsylvania. In 1909 he joined the Fire 
Patrol as inspector and three years 
later was advanced to superintendent. He 
was modest and not inclined to discuss 
in any detail the fine services rendered 
by the New York Fire Patrol but those 
who knew him well attest to his execu- 
tive and organizing ability and he com- 
manded the unfailing loyalty of those 
who served with the patrol. Under the 
leadership of Mr. Schwank the patrol, 
which is operated as part of the New 
York Board of Fire Underwriters, saved 
many millions of dollars of merchandise 
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which might otherwise have been de- 
stroyed by fire or water, 

As chief of the New York Fire Patrol, 
Mr. Schwank had supervision of ten 
patrol houses and 331 men in salvage 
work. He and his patrolmen wore uni- 
forms that were almost the same as 
those worn by the men of the New York 
Fire Department, except for a double 
maltese cross instead of a single one in 
badges, and red hats in place of the 
black ones of the firemen. 

When Mr. Schwank became superin- 
tendent of the patrol there were five 
companies in Manhattan, one in the 
Bronx and three in Brooklyn, all main- 
tained entirely by the underwriters. They 
received their alarms over the same tele- 
graph system as the fire department sta- 
tions, 


WOMEN’S ASS’N ELECTS 

Insurance Women’s Association of 
Portland, Ore., have elected as their new 
president Becky Kloster, Universal Bond 
& Mortgage Corporation; vice-president, 
Myrthalene Cheney, Kroder & Co.; 
treasurer, Anna Hanna, Home Insurance 
Co.; secretary, Marie Berry, Dooley & 
Co.; corresponding secretary, Rose 
Sedell, Lamping & Co. 


NEW ENGLAND EXCH. OUTING 


The New England Insurance Exchange 
will hold its annual outing on Friday, 
June 24, at the Farragut, Rye, N. H. 
The July meeting of the exchange will 
be held on the morning of that city. 
President Robert T. Cairns is chairman 
of the outing committee. 
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VIRGINIA ORGANIZING 
Roanoke Has Local Board; Regional 
Meetings To Be Held Before An- 
nual Convention in June 

A local board has been formed in Roa- 
noke, Va., headed by Harvey B. Gray. 
Other officers are Robert C. Royer, vice- 
president, and Robert Cochrane, secre- 
tary. The board, which includes Roa- 
noke County as well as Roanoke in its 
jurisdiction, starts with fourteen charter 
members. A committee consisting of 
Robert C. Royer, J. D. Boswell, Jr., and 
C. A. Gittens will draft the constitution 
and by-laws. 

Foundation for organization was laid 
at a regional meeting in Roanoke spon- 
sored by the Virginia Association of In- 
surance Agents. Oscar H. West, man- 
ager, and Stuart Ragland, executive com- 
mitteeman of that organization, spoke. 
Regional meetings have been held at 
Staunton, Lynchburg and Norfolk. It 
is planned to hold additional meetings at 
Winchester, Culpeper, Alexandria and 
Charlottesville and in towns in the 
Northern Neck and Eastern Shore sec- 
tions before the annual meeting of the 
association at Hot Springs June 24, 25. 
As a result of the membership drives 
linked with the meetings the number of 
members has been increased to 318. R. 
E. Hawks, Portsmouth, is chairman of 
the membership committee. 





Best’s Issues 1938 Edition 
Of Fire & Marine Reports 


The Alfred M. Best Co. has just issued 
the 1938 edition of Best’s Fire & Marine 
Insurance Reports, This, the thirty-ninth 
annual edition, is devoted to a complete 
analytical study of the financial status 
and operating results of all fire insurance 
companies, stock, mutual, reciprocals, in- 
ter-insurance exchange and Lloyds. It 
contains data respecting the financial re- 
sponsibility, general reliability and char- 
acteristics of all insurance companies 
transacting fire and kindred lines of in- 
surance. This work gives complete in- 
dividual reports on each of approximately 
700 such insurance institutions. 

Some of the more important changes 
made this vear are a new five-year op- 
eratine exhibit which shows the progress 
of each company. This exhibit gives the 
return on investments, change in invest- 
ment policies, trend of underwriting, etc., 
and has never before been in such com- 
nlete form. Another innovation in the 
book now shows the comparative state- 
ment of assets and liabilities as of 1936 
and 1937 instead of just the current state- 
ment. In addition to this the general 
report on each company is more com- 
plete than before and goes into detail 
on the split of liability, details of rein- 
surance arrangements, states in which 
the company is most active, etc. 





C. S. Morrow New President 
Of Nebraska Association 


The Nebraska Association of Insur- 
ance Avents has elected Carroll S. Mor- 
row, Kearney, president: Everett L. 
Dawson. Lincoln, first vice-president: 
Toseph T. Baker. Jr.. second vice-presi- 
dent, and Roy W. Staats, Fremont, sec- 
retarv-treasurer. Arthur B. Dunbar. 
Omaha. was named national councilor. 
L. Cecil Simpson, Fairbury, retiring 
nresident, automatically becomes a mem- 
ber of the executive committee. 

New officers of the organization were 
directed to make a survev of rate reg- 
ulation in connection with the arent 
qualifications law. as these regulations 
have worked out in other states. 


G. F. KRUMDICK RETIRED 

After forty-five years in insurance G. 
F. Krumdick has retired as Philadelphia 
office manager for the Fire Companies’ 
Adjustment Bureau. W. C. Feimster. 
Tr., succeeds Mr. Krumdick. He has 
been with the bureau since 1926, servine 
first at the Bluefield, W. Va., office, and 
has been assistant manager at Philadel- 
phia since 1929. 





St. Paul Men Prepare For 
Agents’ Annual Meeting 


Immediately following the mid-year 
meeting of the National Association of 
Insurance Agents at Hot Springs, Ark., 
the delegation from the Insurance Ex- 
change of St. Paul met to make arrange- 
ments for the 1938 annual convention 
there the week of September 26. John 
P. McGee, president of the Exchange, 
has announced the following chairmen 
of the respective committees for the 
convention : 


General convention committee, George 
H. Radcliffe; publicity, Jule M. Hanna- 
ford, Jr.; registration, S. C. Aldridge; 


hotel, John P. McGee; entertainment 
and golf, Armand W. Harris; finance 
and purchasing, Glenn <A. Morton; 


reception, Eugene L. Rogers; coopera- 
tion, Robert A. Burns; transportation, 
Frank S. Rogers; information, Fred A. 
Benjamin. 





CANADIAN LOSSES HIGHER 

Fire losses in Canada from January 1 
to May 31 have been estimated at $7,- 
342,275 as compared with $6,493,600 dur- 
ing the same period last year. 


TORNADO LOSSES TOTALED 





Results of Storm Involving Three States 
Last March May Affect Insur- 
ance of $1,500,000 

The tornado and hail storm that swept 
across three states on March 30 dam- 
aging two cities caused 7,750 insurance 
losses for a total valuation of $1,250,000. 

As was expected, principal damage was 
done at South Pekin, IIl., where nearly 
500 losses have been reported for a total 
in excess of $300,000. Next in amount 
was the St. Louis area, embracing St. 
Louis, East St. Louis and Alton, where 
1,464 cases are on file and the total 
damage is in excess of $185,000. Losses 
here included many from hail in St. 
Louis, and three or four large losses re- 
ported at Alton. 

Columbus, Kan., the point at which 
the storm struck first, had approximately 
700 losses for a total of about $150,000. 
Other areas that were hit were Belle- 
ville, with 185 losses for $120,000; Mt. 
Carmel, Ill, 1,400 losses for $78,000; 
Joplin, Mo., 600 losses for $24,000; Wat- 
erloo, Ia., 900 losses for $30,000. 

It is expected that there will be nu- 
merous instances where local farm mu- 
tuals have handled their own adjust- 
ments and with these odds and ends the 
total insurance losses may reach $]1,- 
500,000. 


A. M. Foley New President 
Of Independent Adjusters 


A. M. Foley of South Bend, Ind., was 
elected president of the National Asso. 
ciation of Independent Insurance Adjust. 


ers at the closing session of the organj- 
zation’s three-day convention at Indian. 
apolis recently. He succeeds Lawrence 
A, Gouldman of Little Rock, Ark. 
William H. Moore of Wichita, Kan, 
was re-elected executive secretary-treas. 
urer, Vice-presidents elected were: E, J, 
Mannie, San Antonio, Tex.; V. A. Nich. 
ols, Washington, D. C.; Ross Whitney, 
Chicago and J. P. McHale Los Angeles, 
Chosen for the executive committee were 
J. N. Curley, Philadelphia; Edward A, 
Thayer, Cleveland, O.; J. L. Wilkey, 
Birmingham, Ala.; Arthur S. Nichols, 
Salt Lake City, Utah, and Mr. Gouldman, 





Cc. L. JOHNSON AT ALBANY 


Charles L. Johnson, special agent for 
the Phoenix-Connecticut Group of Hart- 
ford, has been transferred to eastern 
New York State to relieve Special Agent 
R. M. Carothers who will continue 
supervision of central New York from 
his present headquarters in Syracuse, 
Mr. Johnson’s temporary address will be 
91 State Street, Albany, N. Y 









A.1.U. coverage provides 
speedy, simple settlement 


The tourist driving abroad should have the comforting coverage 
of A.1.U. Automobile Insurance ...sound protection against loss 
from theft of car, accessories or personal effects in the car—as 
well as accident, liability, property damage, etc. 


A policy with A.1.U.is a policy in English with American com- 
panies, arranged at home, and with claims payable abroad or 
at home. In the event of accident our representatives in principal 


cities are familiar with local customs and facilitate quick and 
satisfactory settlement and are in a position to help when 
trouble sets in with police, third party claimants, lawyers, courts 
—aggravated, perhaps, by language difficulties. 


As General Agents and Foreign Managers for a 
number of leading American-Companies, we 
solicit this type of insurance through responsible 
agents and brokers. Call or write for information. 


| lox | | Hye 
# AIS 


One of o series interpreting the world- 
wide facilities of the A. 1. U. Organization 
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Connecticut Agents’ Ass’n 
Holds Mid-Summer Meeting 





Stuyvesant Moves to Write 
Participating Policies 
The Stuyvesant has submitted notice 
of its intention to resign from member- 
ship in the New York Fire Insurance 
Exchange. The notice, filed May 27, 
becomes effective after thirty days. Re- 
cently the Stuyvesant amended its char- 
ter to permit it to write participating 
policies, which means payment of divi- 
dends to policyholders, and this practice 
is forbidden members of the exchange. 


GENERAL ENTERS OREGON 

The General of Trieste, Italy has been 
licensed for fire and marine insurance in 
the State of Oregon. Stanley Jewett of 
Portland is named as statutory repre- 
sentative for the company. 
































1937 Automobile Finance 
Statistics Are Reviewed 


The National Association of Sales Fi- 
nance Companies has just issued some 
interesting figures on the sale of financed 
automobiles last year. The percentage 
of cars repossessed increased sharply as 
compared with the previous year. The 
percentage for both new and used cars 
was 9.4 as compared with 5.1 for 1936 
and was the largest for any year on 
record except 1932, when it was 10.4. 

The percentage of new cars sold on 
instalments decreased from 60.9 in 1936 
to 57.2 in 1937. The figure for used cars, 
however, increased from 58.5 in 1936 to 
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60.1 in 1937, the 
both new and used 


combined figure for 
cars showing a slight 
drop from 59.4 in 1936 to 59.0 in 1937. 

The percentage of paper with sub- 
standard down payments decreased for 
both new and used cars in 1936 and again 
in 1937, although it is still much greater 
than in any year prior to 1935. 

Long Term Paper.—The record here is 
disappointing. The percentage of paper 
of over twelve months’ maturity has in- 
creased each year since 1933 and in each 
of these years has been greater than in 
any previous year on record. The latest 
increase is from 58.9 in 1936 to 68.0 in 
1937. 


PEARL ACTUARY RESIGNS 

Harold Hosking Tayler has resigned 
as actuary to the Pearl Assurance Co. 
at the head office in London. 
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LEONARD F. WHELAN 


Members of the Connecticut Associa- 
tion of Insurance Agents held their mid- 
Summer meeting on Wednesday at the 
Wampanoag Country Club in West Hart- 
ford. Speakers at the business session 
in the morning included President W. H. 
Wiley of the Hartford Board, Edwin S. 
Cowles, Jr., of Hartford, Deputy Insur- 
ance Commissioner Thomas H. Curry 
and Paul W. Franklin of Norwich, chair- 
man of the membership committee, Fol- 
lowing luncheon there was a golf tour- 
nament. Leonard F. Whelan of Green- 
wich is president of the state associa- 


tion. 
U. and O. Lines 


(Continued from Page 20) 

ness operations, Insofar as the co-insur- 
ance and agreed amount forms are the 
most recently approved as well as the 
ag § popular, a proper preparation of 
U. & O. values thereunder is a most 
inportane task. The classifications of 
ordinary and important payroll vary with 
every risk. The classification of ac- 
counts throughout industry has not been 
created for the sole purpose of preparing 
U. & O. value statements and there may 
be insurable and non-insurable items in- 
cluded under a single account caption. 
Like most accounting statements the 
presentation of a statement of use and 
occupancy value is a custom job and 
cannot be ready made.” 















FIRST CROP INS. RISK 

The first application signed by a wheat 
grower for Federal crop insurance on 
the 1939 wheat crop was received last 
week by Roy M. Green, manager of the 
Federal Crop Insurance Corporation. 
Mr. Green said that 250,000 application 
forms have been sent out to twenty-five 
wheat producing states. The first ap- 
plication received was signed May 18 by 
M. L. Purvines, owner of a 640-acre 
farm near Panhandle, Texas. The farm 
is operated by a share tenant, H. R. 
Pugh. The application states that 300 
acres will be seeded to wheat for har- 
vest in 1939, and applies for insurance 
coverage of 50% of the adjusted average 
yield of the farm. The policy for which 
application’ is made would assure Mr. 
Purvines of one- -third share of 1,500 
bushels of wheat in 1939. Insurance 
would be on the basis of 5.2 bushels 
Per acre, and the premium on the basis 
of 1.6 bushels per acre. 


LOCAL AGENTS’ GOLF MEET 


The Richmond County Association of 
ocal Agents will hold its annual golf 
tournament next Thursday, June 16, at 
the Richmond County Country Club on 
taten Island. 
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An early Fireman’s Fund Advertisement : 


lome Fire & Marine /nsurance Com 


’ Head Office: SAN FRANCISCO 
BOSTON - ATLANTA - SEATTLE 































THE FOUNDING OF FIREMAN’S FUND 


, YEARS ago San Francisco stood in great need of fire 
insurance. Thus the founding of Fireman’s Fund Insurance Company 
was heartily welcomed by the pioneer community. # Founded May 6, 
1863, Fireman’s Fund has year after year paid its every-day run of losses 
—but more important, it has successfully met the almost overwhelm- 
ing losses caused by the nation’s great conflagrations— Chicago, 1871 — 
Boston, 1872—San Francisco, 1906—emerging from each test stronger 
than ever before. # Truly “Tested in the Crucible of Time,” Fireman’s 


Fund Insurance Company this year observes its 75th Anniversary! 


Fire - Automobile - Marine + Casualty - Fidelity - Surety 


IREMAN'S FUND GROU 


Firemans Fund Insurance Company ~ Occidental Insurance Company 
Occidental Ttonily Company 


- PORTLAND - LOS ANGELES 
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Over 800 Marine Offices Now 
Parties to Land War Risks Ban 


Some misapprehension still seems to 
exist as to the reasons for the action of 
the insurance companies in refusing to 
underwrite risks of war or civil war in 
respect of property. As this is some- 
times given in British circles as one 
reason for stagnation of business, Sir 
William H. Goschen was well advised 
to deal with this subject in his annual 
address at the recent meeting of the 
Sun Insurance Office, London. He re- 
vealed that some 800 offices throughout 
the world had become parties to the 
agreement as well as all Lloyd’s mem- 
bers. 

“In present-day conditions of war- 
fare,” declared Sir William, “it would 
be impossible to estimate in advance the 
amount of damage likely to occur and 
to grant cover must jeopardize the re- 
serves which have been built up over 
many years in the interest and for the 
security of both policyholders and share- 
holders. I may say that it has never 
been the practice of British insurance 
offices to grant war risk cover on prop- 
erty in Britain. The existence of the 
agreement has therefore involved no al- 
teration in our current practice although, 
in common with other offices, we are 
now employing a slightly modified form 
of wording in our contracts so designed 
as to make the position absolutely clear. 

“The negotiations which have been 
proceeding for some time to bring ma- 
rine business within the scope of the 
agreement bore fruit at the beginning of 
this year, when it was arranged by all 
the leading underwriters -both company 
and Lloyd’s, that in future any war risk 
cover granted shall be limited in effect 
to the period during which the goods 
are water-borne. The almost world-wide 
support obtained for this agreement is 
significant evidence of its soundness.” 

Dealing with the new British Fire 
Brigades bill, Sir William said that the 
provision of an efficient fire-fighting 
service in all parts of the country will 
satisfy a long-felt need. From the view- 
point of insurers he thought the bill 
important in that it gave recognition to 
the principle that fire protection is a 
public service which should, like the 
police and sanitary services, be provided 
for at the general public expense. 


Compulsory Automobile Insurance 

Another subject of interest discussed 
by Sir William was the report of the 
committee on compulsory automobile in- 
surance. W. W. Otter-Barry, general 
manager of the Sun, was one of the 
four insurance’ representatives who 
served on the committee under the 
chairmanship of Sir Felix Cassel. 

In this connection Sir William said :— 

“In July, 1937, the report of the com- 
mittee on compulsory insurance was pre- 
sented to parliament by the president of 
the Board of Trade. You will, I think, 
expect me to make some reference to 
this matter as Mr. Otter-Barry, our 
general manager, was one of the four 
insurance representatives appointed to 
serve on this committee, which was set 
up in February, 1936, under the chair- 
manship of Sir Felix Cassel. The recom- 
mendations of the committee have not 
as yet taken shape in legislative pro- 
posals, but this is perhaps not entirely 
surprising when one considers the wide 
range of their report and its relation to 
the recommendations of the Clauson 
committee which reported in 1927. The 


Cassel committee were concerned pri- 
marily with the solvency of insurers and 
the implications arising out of the exist- 
ence of the statutory obligation upon 
motorists to insure against injury to 
third parties. 

“The recommendations are based upon 
the view that, as a corollary to com- 
pulsory insurance, it should not be pos- 
sible for a third party injured without 
any fault on his part to fail in obtaining 
the compensation which he is intended 
to secure. While legislation on the lines 
of the report would be calculated to 
place an additional burden upon insurers 
as a whole, and thus indirectly upon the 
law-abiding motorist, I am hopeful that, 
if the safeguards laid down are made 
effective, the additional cost will not 
prove to be serious. This cost, however, 
will depend largley upon whether the 
penalties and their enforcement in the 
courts act as a_ sufficient deterrent 
against driving without insurance. 

“A not unimportant feature of the 
report is that concerned with the ques- 
tion of deposits, it being the considered 
recommendation of the committee that 
provision should be made for the return 
of statutory deposits where an insurer 
has been transacting insurance business 
for a minimum period provided that the 
Board of Trade are willing to certify 
that they are satisfied that its reserves 
reach a certain standard. The view of 
the committee is that the multiplication 
of deposits throughout the countries of 
the world does not produce greater sta- 
bility, but on the contrary, by reducing 
the amount of available liquid assets, is, 
in effect, a danger rather than a safe- 
guard. This in my judgment is entirely 
sound, and I feel, therefore, that this 
recommendation is one which calls for 
wider prominence than it has as yet 
received.” 





CROP INSURANCE IN VIRGINIA 


Farmers of Augusta County, Va., are 
discussing the idea of setting up a plan 
of crop insurance. Details of the plans 
have not been worked out, according to 
P. C. Manley, a farm demonstration 
agent for the county, who is cooperating 
with the farmers. 


—_= 


Mortgagee’s Rights in Auto Theft 
Must Be Respected, Texas Court Says 


An automobile theft policy was taken 
in favor of a named dealer, a named pur- 
chaser, and a named mortgagee as their 
interests might appear. The policy spe- 
cially acknowledged the existence of a 
mortgage on the car in favor of the 
named mortgagee, the General Motors 
Acceptance Corporation. The automobile 
was stolen and the purchaser brought ac- 
tion in the Texas courts against the in- 
surance company, the General Exchange 
Ins. Corp., without reference to the rights 
of the other two named beneficiaries. 

There was some testimony showing 
that General Motors Acceptance Corp. 
held a lien on the car to secure an 
indebtedness of $350 at the time the 
car was stolen. The purchaser had a 
recovery but the rights of the two other 
beneficiaries remained unsettled by the 
trial court. Its judgment did not at- 
tempt to adjudicate any rights of the 
beneficiaries under the policy other than 
those of the purchaser, although the 
court deducted the indebtedness shown 
to be due the General Motors Accept- 
ance Corp. from what was found to be 


the value of the car and judgment was 
rendered for the purchaser for the re. 
mainder. 

On appeal the Texas Court of Ciyjj 
Appeals at Fort Worth held this judg. 
ment did not bind the mortgagee, be. 
cause it was not a party to the suit. 
It is a settled rule of law in Texas that 
before a binding judgment can be rep. 
dered in a cause, all the necessary par. 
ties must be before the court. The judg. 
mnet was therefore reversed for a new 
trial. 

The policy limited recovery thereunder 
to the actual cash value of the car at 
the time of theft. The trial court found 
the reasonable cash value at time of theft 
to be $550, and rendered judgment for 
the purchaser for that amount, less $64, 
found to be due the mortgagee. The 
salvage of the recovered car was sold 
for $238 and applied to the purchaser's 
indebtedness against the car, and in this 
way the purchaser received $724 for the 
loss. This the appellate court held was 
in violation of the policy provision, to 
be taken into account upon another trial, 





War Risk Rate to Amoy 


Is Increased in London 

As a result of late developments in the 
situation in the Far East certain amend- 
ments have been made in London to the 
Far Eastern scale of minimum rates of 
premium for covering the risks of war 
and strikes, riots and civil commotion. 

The joint rating committee of marine 
underwriters in the London market has 
announced that merchandise shipped to 
Amoy will be subject to a further addi- 
tional premium of £2 10s, ($12.50) per 
£100. Hitherto Amoy had been included 
in the range of China coast ports south 
of Shanghai which are subject to a fur- 
ther additional premium of 10 shillings 
($2.50) per £100. These rates are addi- 
tional to the ordinary charges for war 
risk coverage from Europe, North Amer- 
ica and other parts of the world. 

Canton, previously excluded, is now in- 
cluded in the range of China coast ports 
south of Shanghai, and the further addi- 
tional premium in respect of this port 
has now been reduced from £1 per £100 
to 10 shillings per £100. The opportunity 
has also been taken to make certain 
amendments respecting local coastal voy- 
ages between China ports. 





U. S. Court on Apportionment 


Of Proceeds of Marine Policy 


The Eagle Star filed a bill in inter- 
pleader and paid into the registry of the 
Federal District Court for Southern Cal- 
ifornia the proceeds of a marine policy 


for $8,000 on an oil screw vessel which 
burned and sank at sea, a total loss. At 
the time of the loss a bank had a mort- 
gage on the boat on which $9,007 was 
due. Shortly before the loss boatbuild- 
ers had made repairs and improvements 
on the boat of the value of $4,358. The 
boat had been originally insured for 
$7,000. The boatbuilders’ broker tried 
to get additional insurance. These ef- 
forts resulted in a new policy being is- 
sued for $8,000, payable to the owner, 
the bank and the boatbuilders “as their 
respective interests may appear.” The 
fundamental question in the interpleader 
proceeding was: Were the boatbuilders 
entitled to payment, out of the proceeds 
of the new policy, of the full value of 
the labor and materials furnished to the 
vessel ? 

The district court held, Eagle Star v. 
Tadlock, 22 F. Supp. 545, that the facts 


showed the existence of an understand- 
ing among the parties, binding the boat- 
builders, which limited their insurable 
interest to the increase in the policy. 
This had been depleted by insurance 
premiums due, costs of interpleader and 
attorney’s fees to $6,602. It was held this 
fund should be apportioned to the two 
claimants, the bank and the boatbuild- 
ers, according to their respective inter- 
ests as disclosed by the facts, i.e., seven- 
eighths to the bank and one-eighth to 
the boatbuilders. 

Neither the bank, the mortgagee nor 
the boatbuilders, lien-claimants, being 
designated as such, the court said, the 
right to the proceeds depended, not up- 
on the mortgage, but upon the contract 
of insurance. The words “as their in- 
terest may appear” referred to debts 
owed by the insured. When several per- 
sons are designated as beneficiaries in 
an insurance policy, the clause refers to 
their respective interests, not at the time 
the policy is issued, but to such interest 
as by proper proof is shown to appear 
at the time of the loss, 





Proceeds of Transit Policy 


Held Property of Bailors 
The receiver of a common carrier, an 
express company, had in his hands two 
funds, one derived from the company’s 
general assets, the other from a fire pol- 
icy. This policy, though procured by the 
carrier, covered the property of its cus- 
tomers, not its own property. The New 
Jersey Court of Chancery held, Decora- 
tive Utilities Corp. v. National Motors 
Trucking Corp., 196 Atl. 381, that the pro- 
ceeds of the policy belonged in equity to 
the bailors whose goods were destroyed. 
The insurance company paid the carrier 
$5,000 on a settlement effected by an ad- 
juster to whom the carrier had agreed 
to pay 10% of whatever sum was recov- 
ered. This was held a prior charge on 
the fund to be paid to the adjuster. 
One of the customers whose goods 
were destroyed in the fire had insurance 
of its own, out of which it had been 
compensated. It was held not entitled 
to share in the fund. The other partici- 
pants in the insurance agreed that what 
this customer would have received should 
go into the general account. Two other 
customers owed the carrier. Their debts 
were offset against their shares of the 
insurance fund and transferred to the 
general fun! 





Missouri Dept. Rules on 
Financed Auto Insurance 


Superintendent of Insurance George A. 
S. Robertson of Missouri in a recently 
issued bulletin has taken a firm stand in 
regards to the writing of insurance in 
connection with automobile financing. 
He warns that the Missouri Department 
will hold the insurance companies strict- 
ly accountable for the proper handling of 
such insurance policies. 

The Department rules that every auto- 
mobile sold must be covered by a policy 
or certificate countersigned by a resident 
agent, such policy or certificate to be fur- 
nished to the car purchaser. It must set 
forth the exact coverage, the rate and 
the premium charged. If the 2% month- 
ly reduction clause is applied, the proper 
credit must be given the buyer and the 
clause displayed in the policy or certifi- 
cate in a prominent way, so that it will 
not be missed by a person reading the 
policy or certificate. Superintendent Rob- 
ertson also takes the position that all car 
finance business must be written at filed 
rates and certificates must be issued for 
the full term for which the premium has 
been charged. 
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U.S.F.&G. Host to N. Y. 
Agents This Week-End 


OAKLEY TESTIMONIAL PARTY 





N. Y. Vice-President Honored on 40th 
Anniversary; Seriously Sick He 


Insisted “Show Go On” 





In appreciation of a splendid volume 
of business produced in a three-months’ 
testimonial campaign in honor of Vice- 
President Alonzo Gore Oakley’s fortieth 
anniversary, the United States F. & G. 
is the host today, tomorrow and Sun- 
day at Westchester Country Club, Rye, 
N. Y., to some 200 agents reporting to 
the New York branch office. Fifteen 
women are among the delegates. The 
campaign has gone over the top marvel- 
ously well considering the business re- 
cession with more than $220,000 in new 
casualty and surety premiums having 
been produced since the first of March. 
The original goal was $150,000. 

The only marring note in this celebra- 
tion is Vice-President Oakley’s absence. 
Although seriously ill in the hospital, 
he insisted that the “show go on,” and 
his thoughtfulness made a_ profound 
effect. When he recovers, and the day 
can’t come too soon for U. S. F. & G. 
folks, the home office will stage a big 
dinner in his honor at the Hotel Bilt- 
more, New York. Another forthcoming 
event is a New York staff luncheon and 
dance tentatively set for Saturday, June 
25, at the St. George in Brooklyn. 


“Country Fellers” Slightly Ahead 


Throughout the entire campaign, which 
was planned and run by the agents 
themselves, the keenest of competition 
has existed between two groups—‘“Us 
Country Fellers” and the “City Slickers.” 
The three agents representing New York 
County—John T. Harrison, C. Vincent 
Taylor and Edward I. White—challenged 
all the rest of the agents and even 
gave a $20,000 handicap. No one knows 
the final score, not even Manager Bill 
Estwick of the New York office or Pel- 
ham L. McClellan, Mt. Vernon agent, 
who is general chairman of the testi- 
monial, but the “Country Fellers” by 
reason of a tremendous spurt appeared 
to be slightly ahead early this week. 


High Spots of Program 


An informal beefsteak dinner this eve- 
ning 1s the first get-together and it will 
be run by the agents. General Chair- 
man McClellan, flanked by his fourteen 
county chairmen, will occupy the dais 
and home office and New York branch 
officials will mingle with the agent dele- 
gates. The company executives attend- 
ing include President E. Asbury Davis, 
Chairman R. Howard Bland, President 
F. A. Gantert of the F. & G. Fire; 
Vice-Presidents C. L. Phillips, H. D. 
Combs, M. B. Walter; C. B. Gamble, 
secretary, fire company, and A. P. Hob- 
litzell, comptroller. The evening’s fea- 
ture will be the presentation of a testi- 
monial scroll to Manager Estwick on be- 
half of Mr. Oakley, signed by all the 
agents reporting to the New York office. 

Sports and recreation will reign all 
day tomorrow. It will probably be a 
golfer’s paradise as a thirty-six hole 
tournament and two eighteen hole 
matches are scheduled in addition to 
kicker’s handicap, horseshoe pitching, 
tennis, baseball. There are prizes in all 
events. 

Saturday evening’s banquet will be run 
by the company men with Manager Est- 
wick as toastmaster. 


N. Y. Office Housewarming 


On Monday, June 27, the official 
housewarming in the enlarged offices of 





Feeling for Compulsory 
Auto Law in N. Y. Grows 


SEE DEFEAT OF AUTO COMP. PLAN 





Ray Murphy, Casualty Executives Ass’n, 
Led Opposition to Moffat, Gootrad 
Proposals; Called Unsound 





Adoption by the New York constitu- 
tional convention of an amendment per- 
mitting auto compensation insurance leg- 
islation appears to be a remote possibility 
following the public hearing June 1 be- 
fore the convention’s judiciary commit- 
tee on the Moffat and Gootrad pro- 
posals. Assemblyman Moffat is re- 
ported to have virtually admitted defeat 
of his measure which had the strong 
backing of labor and civic interests. But 
the feeling is growing that some form 
of compulsory automobile insurance in 
the state is inevitable and this senti- 
ment is becoming more evident among 
the legislators. Members of the judiciary 
committee, sensing that the auto acci- 
dent situation presents a grave problem 
that is not being met by the present fi- 
nancial responsibility act, put the ques- 
tion direct to representatives of various 
interests at the hearing whether they 
favored compulsory insurance. They gave 
affirmative answers in some cases. 

Insurance interests lined up strongly 
against the auto compensation proposal, 
and in a brief presented by Ray Mur- 
phy, assistant general manager, Associa- 
tion of Casualty & Surety Executives, 
the Moffat proposal was declared funda- 
mentally unsound. Proponents, on the 
other hand, declared that auto accident 
compensation is a social problem, that 
the burden of accident cost should be 
shifted from the injured person to all 
motor vehicle owners. That was the 
meat of their argument, and they had a 
carefully prepared program, chief fea- 
tures of which follow. 


How Proponents Argued 


Professor Joseph P. Chamberlain, di- 
rector legislative research fund, Colum- 
bia University, held that payment of 
compensation is more economically ad- 
vantageous socially than the payment of 
a lump sum, which is soon spent. Mrs. 
Karl Llewellyn, social _ investigator, 
Columbia University, said that two-thirds 
of personal injury motor vehicle cases 
received less than the cost of the acci- 
dent, half received nothing and half of 
cases investigated suffered financial dis- 
tress. 

Stanley Isaacs, Manhattan borough 
president, declared that society itself 
must assume social responsibility in 
motor vehicle accident cases. 

S. John Block, New York, National 
Lawyers Guild, held that legislation of 
the Moffat and Gootrad type would save 

(Continued on Page 34) 





the New York branch will be held to 
which agents, brokers and friends will 
be invited. The previous week-end wili 
be a pleasant one for Kenneth H. Wood, 
assistant manager, as he will be the 
guest of the U. S. F. & G. Toronto office 
at their three day outing in Bigwin Inn, 
Lake of Bays, Ontario. Toronto won 
the Davis cup for the best 1937 produc- 
tion and Kenneth Wood, in the estimate 
of Manager S. W. Band, helped in so 
doing. Last April he spent a week in 
Toronto not only giving instruction on 
blanket bonds but actually selling sev- 
eral thousand dollars of this business. 
In appreciation of his fine cooperation 
Manager Band invited him to be present 
at the outing. 
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To Launch Drive For 
New Members June 12 

NATIONAL ASS’N C. & S. AGENTS 

W. D. O’Gorman, Newark, N. J., Chair- 


man for East and G. E. Charlton, 
Kansas, for West 





In the midst of its twenty-fifth anni- 
versary year the National Association of 
Casualty & Surety Agents is appropri- 
ately embarking upon a_ nation - wide 
membership drive in the June 12-18 pe- 
riod. President Cliff C. Jones, Kansas 
City, in announcing this drive, has ap- 
pointed W, D. O’Gorman of O’Gorman & 
Young, Inc., Newark, N. J., as general 
chairman for all states East of the Mis- 
sissippi River, and Glenn E. Charlton 
of Lawrence, Kans., as general chairman 
covering all states West of the Missis- 
sippi. Messrs. O’Gorman and Charlton 
are respectively vice-president and exec- 
utive committeeman in the association. 

This campaign, starting June 12, runs 
throughout the entire week. It is the de- 
sire of the officials of the association to 
increase the membership by adding the 
most representative agents throughout 
the United States. In other words, by 
a careful selection of the eligible agents 
it will probably increase its membership 
by fifty or seventy-five members. The 
association, however, is not out for big 
numbers but for the most representative 
agents. 

The organization, which was founded 
in 1913, has no paid officials and its ex- 
pense is kept down to the minimum; 
therefore, the membership fee is but $10 
a year. The annual dues will not start 
until July 1, although the application for 
membership will be immediately acted 
upon as soon as received at headquarters, 

Announcement as to the result of this 
campaign will be made immediately after 
the closing of the campaign, June 18. 


ACTION AGAINST LLOYD’S 








Answer to Quo Warranto Proceedings 
Brought by Casualty Companies On 
Illinois Competition 

An answer to quo warranto proceed- 
ings asked by seventeen casualty com- 
panies against Lloyd’s, London, was 
filed at Springfield, Ill., by attorneys for 
Lloyd’s. In asking that the original pe- 
tition be discussed the defendants de- 
clared the proceedings were not brought 
for the protection of public interests, but 
to accomplish a private and personal 
purpose on behalf and in the interest of 
certain corporations. “The sole purpose 
of the proceedings,” the answer stated, 
“is to remove competition in Illinois in 
the transaction of insurance business, 
which Lloyd’s may provide, and not in 
any public interest.” 

It further outlined that last year 
Lloyd’s did $1,042,314 fidelity business 
and $76,425 surety business in the state 
and that the seventeen contesting com- 
panies seek this busines. All of the con- 


Hearing Called to Amend 


1935 Motor Carrier Act 


A hearing will be held July 26 at the 
office of the Interstate Commerce Com- 
mission, Washington, on a proposal to 
amend rule VIII of section 215 of the 
Motor Carrier Act of 1935, formal peti- 
tions for which have been received from 
Underwriters’ Service Association, Inc., 
American Trucking Association, Inc., 
and Safeway Lines, Inc. The proposed 
amendment stipulates that except as pro- 
vided in paragraph B of this rule insur- 
ance must be written by companies au- 
thorized in each state where carrier op- 
erates, except that more than one policy 
may be used where, in the judgment of 
the Commission, carrier operations war- 
rant separate coverage. Policies may 
also be written by companies authorized 
in their home state if they have been so 
authorized for five consecutive years, if 
they have a policyholders’ surplus of 
$250,000, and $100,000 on deposit in their 
home state. The amendment would also 
perinit a company admitted in the home 
state of the carrier to insure the carrier 
wherever it operates. A general investi- 
gation of insurance, by the Commission, 
is provided for, and that, if the amend- 
ment proposal is accepted, the Commis- 
sion stay effectiveness of rule VIII pend- 
ing results of such investigation. 

The amendment provides also that 
policies or bonds shall be written by 
companies authorized in the state of 
their incorporation or domicile and in 
at least one of the states operated in by 
the carrier; that each company shall file 
a bond, annually, in an approved surety 
company, in a sum at least 50% of un- 
paid claims and claim expense as re- 
ported the previous December 31, but no 
bond shall be for less than $50,000 nor 
more than $100,000. The Commission has 
drawn up a form of bond to be used. 


IN SEARCH OF NEW PLAN 

A plan different from the safe driver 
reward which might serve as a basis of 
a compromise method for solving the 
auto bodily injury and auto P. D. rate 
situation in New York is in the conver- 
sational stage. This plan, proposed by 
National Bureau spokesmen at a meeting 
Wednesday, will be outlined to Super- 
intendent Pink by July 1. Street senti- 
ment is that the original compromise plan 
will not be pushed further. 








testing companies did $5,122,661 of simi- 
lar business in Illinois last year. 

It is also claimed that State’s Attor- 
ney William P. Roberts, whose name was 
used in the quo warranto proceedings, 
knew nothing of the purpose of the pro- 
ceedings, but merely let his name be at- 
tached to the suit as an official act. The 
proceedings were not filed in the interest 
of the rights of the people of the state 
of Illinois, the defendants claim. 

Another section in the answer con- 
tends that the original proceedings were 
brought because Lloyd’s issues certain 
forms of insurance at rates with which 
the complaining companies cannot com- 
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Breaking in by Selling Those 
Lines Other Agents Neglected 


National Surety’s New Sales Building Program Based On 
Field Research Among Agents Country-Wide; Results 


Given in Series of Booklets 


More customers and better accounts 
is the theme of Part I of the National 
Surety’s Business Builder, a new copy- 
The theme of Part 
II is selling storekeeper’s policies and 
fraud bonds and Part III with 
selling fidelity bonds successfully. 

In the foreword to Part | President 
Vincent Cullen tells of how the National 
Surety engaged the services of a sales 


righted publication. 


deals 


research organization to make an ex- 
tensive study of the fidelity, surety and 
burglary fields. For many days the sales 
research people visited insurance agents, 
talked with them and accompanied them 
in their calls on prospects and policy- 
holders, says Mr. Cullen. The purpose 
of this was to answer one main question: 
“Just what can we do to help our agents 
most effectively.” When the study was 
completed the answer was plain, con- 
tinues the foreword: “Give every inter- 
ested agent a clear, accurate analysis oi 
the selling methods that are getting the 
best results. Pass along to him the first- 
hand information that has been assem- 
bled in this study, so that he can use it 
for his own benefit.” 


Small Town Agent’s Story 


In Part I, which is the first of a 
series, a small town, middle-western 
agent tells a story about himself. It ap- 
pears that when he entered insurance he 
started in a big city. He didn’t know 
much about insurance. The National 
Surety was his first company. For a 
month or so he worked in the big town. 
About that time he went with his wife 
to visit in a town in another state, about 
fifty miles from the big center. They 
traveled by bus. On the way back this 
agent got acquainted with the bus driver, 
found he wasn’t insured properly and 
sold him a hold-up policy. 

It was necessary to stop in a small 
village and wait an hour for another 
bus. During the wait the agent sold a 
burglary policy. Then the pair went on 
another bus to a nearby town to visit 
her relatives. While waiting for her he 
sold a hardware dealer a combination 
burglary and robbery policy. The agent 
used the point that the hardware man 
could have got the policy from his own 
agent but that individual hadn’t realized 
the hardwareman’s need and sold him 
the policy. That’s how the visiting agent 
got the business. 

By that time the traveling agent had 
begun to think of how easy it was to sell 
insurance in the state in which he hap- 
pened to be just then, so when his wife 
returned he asked her how she’d like to 
live somewhere in that neighborhood. 
The upshot of it was that they left the 
big town and located where the agent 
had sold the hardware man. After he 
got located he found that practically all 
the agents were sticking to fire and auto- 
mobile insurance, so the new arrival 
visited stores and offices and sold bur- 
glary, forgery, fraud and fidelity. All 
the people he sold had some insurance 
they had bought from other agents, but 
they were impressed with the realization 
that other protection which they needed 
had not been revealed to them and grad- 
ually they bought more and more from 
the new agent, sometimes giving him all 
their business. That all happened five 


years ago and now this agent has more 
He makes a point of 


than 400 accounts. 


not doing what the other agents did, 
that made it so easy for him to break in. 


How Most Agents Start 


The Business Builder then points out 
that most agents spend a long time 
preparing social and personal contacts, 
relying On acquaintanceship and friend- 
ship, just to get some of the most sold 
lines that are already being handled by 
other agents. The new agent whose ex- 
perience has been cited didn’t know any- 
body in the town he chose to work in 
but he simply talked lines the other 
agents were not selling. He didn’t need 
to wait to become well acquainted to do 
that. As one agent is quoted: “Any 
account to which you have not sold some 
form of cover that it needs and should 
have is a wide open invitation to com- 
petition.” It is also pointed out that the 
road from the breaking in point to the 
stage where one acts as insurance ad- 
viser and counsellor is usually a long 
road. As an agent passes along that 
road his need for more customers be- 
comes smaller and smaller and his need 
for holding and developing his accounts 
becomes greater and greater. 


Selling Storekeeper’s Policies 


The research man spent some time 
with an agent whose volume of store- 
keeper’s policies had been consistently 
high for three years. The researcher 
got the agent to give him a selling 
demonstration, using the researcher as 
the “prospect.” According to the report 
on this demonstration the agent didn’t 
have any sales talk that was worth any- 
thing whatever. The next day the two 
went out together and the researcher 
found that the agent doesn’t use that 
sample sales talk at all. He simply draws 
the prospect into conversation. They 
talk about recent burglaries and hold- 
ups; what would happen if the prospect’s 
place were held up; how much money 
the storekeeper takes in and what he 
does with the money at the end of the 
day. This results in the prospect actual- 
ly telling just how much protection he 
needs. That makes it easy for the agent 
to close. This method applies to the 
sale of fraud bonds also. It appears 
that the agents who are selling these 
two forms of cover can be divided into 
two main groups, those who make a more 
or less formal sales talk and those who 
use the informal conversational method. 
The second group got the better results. 


No High Pressure Used 


An eastern state agent points out 
that “It doesn’t take high pressure sell- 
ing to sell these packaged policies. You 
don’t have to force people to buy them. 
The tactics that land the most business 
are also the ones that build up the most 
satisfactory relations with the man you 
are talking to.” This last point is con- 
sidered highly important to all agents. 
Mention is made of the difficulties agents 
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used to have in selling burglary and rob- 
bery policies, particularly to the smaller 
merchants. The manner in which those 
lines used to be sold didn’t fit the needs 
of many storekeepers. Now that has 
been changed and what are_ termed 
“packaged” policies have made their ap- 
pearance. That all has made it easy 
for the agent. Almost everybody needs 
these policies, very few have them and 
few agents sell them. 


Easiest Way to Make Sales 


The Business Builder shows the 
method followed by the agents who sell 
these policies most successfully. Here 
it 1S: 

“These agents begin with an easy and 
interesting opening which starts the 
prospect or customer talking, or makes 
him do some thinking. Then, in a give 
and take conversation, they find out 
which particular protection is most in- 
teresting to him. During the conversa- 
tion they also find out how much pro- 
tection he thinks he needs, on that par- 
ticular point. Then they decide what 
policy or bond, or combination of poli- 
cies or bonds, they should sell him. They 
build up his desire for the particular pro- 
tection in which he appears to be most 
interested. They show him how easily 
and economically he can be protected, 
still centering his attention on the point 
in which he is most interested.” 

Selling methods by which the agent 
does practically all the talking should be 
avoided. Few monologues are interest- 
ing. The agent doesn’t get the informa- 
tion he needs to close a sale and he has 
to risk the whole sale on one throw of 
the dice—the prospect’s or customer’s 
final reaction after the agent’s talk has 
been completed. 


Selling Fidelity Bonds Successfully 


Part III on selling fidelity bonds suc- 
cessfully tells the story of how one of 
the best fidelity bonds agents of the 
National Surety got started in this line. 
It had always looked too complicated to 
him, and besides, he couldn’t see where 
there was much chance to sell fidelity 
bonds in his town as there were not 
enough factories, public utilities and 
other big outfits to make a very good 
market for fidelity coverage. But the 
company’s special representative went out 
calling with him on a customer who was 
renewing a hold-up policy. It was an 
automobile dealer and arriving at his 
store they found him all jittery because 
he’d just discovered through a tip-off 
that one of his salesmen had planned to 
have a demonstrator car stolen by a 
fake hold-up. The loss would not have 
been covered under a hold-up policy, the 
dealer was informed, so he showed keen 
interest in the idea of a fidelity bond on 
his salesmen which would protect against 
all dishonesty. That part of the sale 
was completed pronto. Then, carrying 
the fidelity coverage need several steps 
further, the special representative won- 
dered why the dealer didn’t do a com- 
plete job and cover demonstrators, me- 
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Administrators Bond For 
$1,200,000 Filed in N. Y. 


One of the largest bonds in recent 
years, amounting to $1,200,000 and cover- 
ing administrators, was filed June 6 by 
the New York Metropolitan _ branch, 
American Surety, 100 William Street, 
to qualify James G., John T. and Cecilia 
A. Bishop, Manhattan, and Marie Chris- 
tiana Dorsey, Brooklyn, appointed to 
administer the estate of John Thomas 
Smith, deceased. These administrators 


are placed in charge of the estate valued 
at about $3,000,000. 





B. & L. BOND BROADENED 





Towner Rating Bureau Advises Compa- 
nies of Important Changes in Stand- 
, ard Form No. 13 

Effective June 1 the Towner Rating 
Bureau broadened the Building and Loan 
Blanket Bond, Standard Form No. 13, 
in the following respects: 

Insuring clause B extended to apply 
coverage to offices of attorneys of the 
insured duly elected or appointed by 
resolution of its board of directors. 

Damage of furnishings, fixtures, equip- 
ment, safes or vaults owned by the in- 
sured (except by fire) caused by theft, 
burglary, robbery or hold-up. 

Definition of employes has been broad- 
ened to include officers, clerks and other 
employes while employed in, at or by any 
of the insured’s offices covered. 

The messenger radius zone has been 
extended to apply anywhere within the 
United States. 

The word securities has been broad- 
ened so as to include non-negotiable as 
well as negotiable instruments. 

Retroactive restoration has been sub- 
stituted for prospective restoration—a 
very important improvement considering 
the bond amounts usually carried. ; 

The present Form No. 16 bonds will 
be amended by rider, 





William E, Lebby of Los Angeles, ac- 
cident and health specialist, who ad- 
dressed the recent meeting of the 
Health & Accident Underwriters Con- 
ference, was in Boston and New York 
last week preparatory to sailing June 8 
on the Queen Mary for a two months 
trip abroad. He is accompanied by Mrs. 
Lebby. A combined business and vaca- 
tion trip, Mr, Lebby plans to visit Lloyd’s 
Underwriters in London, whom he rep- 
resents in southern California. 





chanics and service men all for fidelity 
insurance. He pointed out: “This is 
actually the least costly of any fidelity 
protection per man, because we are able 
to divide the risk over all employes. 
The upshot of the interview was that the 
dealer’s twelve A employes, three B em- 
ployes and seven C employes—the men 
in the shop—were covered for $2,500 
each at a premium of $174.50. The dealer 
said he was “glad to get that much 
worry off his chest”; the agent’s half- 
hearted interest in fidelity selling turned 
to complete enthusiasm. 

What constitutes a typical market for 
these bonds and suggestions on develop- 
ing bigger-unit coverages, how to spot 
“hidden hazards”, and which blanket 
bond to sell were among the subjects dis- 
cussed at length in this booklet. 











a, 
096 3.4.5 


"sey 





or 


N. ¥, 


Nn recent 
id cover- 
In¢ 6 by 

branch, 

Street, 
d Cecilia 
le Chris- 
inted to 
Thomas 
istrators 
e valued 


NED 


Compa- 
5 tand- 


Rating 
nd Loan 
No. 13, 


0 apply 
of the 

ited by 

Ors. 

, equip- 
the in- 

y theft, 


broad- 
d other 
by any 


s been 
lin the 


broad- 
able as 


n sub- 
ion—a 
idering 


is will 


es, ac- 
o ad- 
f the 
Con- 
York 
lune 8 
onths’ 
y Mrs. 
vaca- 
Jloyd’s 
2 rep- 





idelity 
his is 
delity 
> able 


half- 
urned 


‘t for 
relop- 

spot 
anket 
s dis- 





June 19, 1938 








=X UNDERWRITER 















— 


Cleveland A. & H. Association Sales 


Congress 





Program Topped by Three New 
Yorkers Full of Sales Inspiration 


Speakers Include E. H. O’Connor, W. T. Hammer, H. M. 
George, A. M. Holtzman, William Dignan, “Count” 
Mueller; Claris Adams in Great Form 


Cleveland’s Hotel Statler the 
scene of some busy accident and health 
insurance sessions late last week attended 
by many of the country’s leading pro- 
ducers of this line. The program was 
divided into two divisions, the 1938 sales 
congress of the Cleveland Accident & 
Health Association on June 2 followed 
by the ninth annual convention of the 
National Accident & Health Association 
on June 3. 

A large attendance was on hand when 
Charles Harris, president, Cleveland 
association, called the meeting to order 
and spoke with regret at the absence 


was 





«- 


HAROLD M. GEORGE 


from the city of Harold H. Burton, 
mayor of Cleveland, who was to have de- 
livered the welcome. One of the city’s 
directors pinchhit for Mayor Burton. The 
response was given by Arthur M. Holtz- 
man, Mutual Benefit Health & Accident, 
in his capacity as president of the Na- 
tional Association. 


O’Connor First Speaker 


First speaker of the day was Edward 
1. O’Connor, Bankers Indemnity as- 
sistant secretary, who featured the many 
reasons why accident and health men 
should be proud of their business. “We 
are purveyors of social security,” he 
emphasized, “selling a commodity that 
has a real value and is within the reach 
of the average individual deriving a 
weekly or monthly wage.” He dwelt upon 
the value of A. & H. insurance as an in- 
come protector, called it the first line 
defense of the home as it provides 
Security and peace of mind when acci- 
dent or sickness brings “complete finan- 
cial and economic loss that cannot be 
replaced.” 

Of all the lines of insurance Mr. 
O'Connor did not think there is any out- 
side of life insurance that has as many 
merchandising features as A. & H. 
insurance. The finished product is the 
medical reimbursement coverage and the 
Speaker said that “never in the history 
of our business have there been policies 
which have and are fulfilling the insur- 
ing public’s needs with such satisfac- 
tion as these reimbursement forms.” He 
Stressed the innumerable opportunities 
the A. & H. agent has to serve his clients 
with claim service. Through the payment 


of claims the agent secures other pros- 
pects and “it becomes an endless chain 
which overcomes the biggest obstacle the 
producer faces today—prospects.” 

One of Mr. O’Connor’s best sugges- 
tions was: “Cease being order-takers. 
Wake up and selling a line of business 
that contains a human element, a line 
that alleviates human suffering, a line 
that will really give you a spendid mental 
reaction every time you secure a man’s 
name on the dotted line. Furthermore, 
it’s a line of insurance that will give 
you the biggest return in dollars and 
cents for your efforts of any line you 
may sell.” 

A practical, forward looking talk on 
trends by Wesley T. Hammer, Loyalty 
group A. & H. manager in New York 
City, came next and it is reviewed in 
an adjoining column. 


Claris Adams Provides Inspiration 


The inspirational thrill of the morning 
session was furnished by Claris Adams, 
president, Ohio State Life of Columbus, 
whose speakine ability is nationally 
recognized. Mr. Adams’ subject was 
“The Romance of Our Business” ani 
in its presentation he featured the social 
security afforded by life and accident 
and health insurance. With considerable 
pride Mr. Adams pointed to the depres- 
sion record of these lines of insurance, 
and the increasing value of such pro- 
tection to the people of the nation. 


Holtzman Luncheon Speaker 


A keen student of salesmanship and 
decidedly no follower of the Schopen- 
hauer philosophy of pessimism, Arthur 
M. Holtzman, president of the associa- 
tion, spoke on faith vs. fear at the 
luncheon. “Just as your religious faith 
carries with it the belief in the three 
dimensional attitude—so you and I will 
profit if we have faith in three sales 
divisions: our territory, our product and 
ourselves,” the speaker said. Giving 
new emphasis to the belief that fear 
is the root of all failure, he added: “Get 
the bugaboos and fear devils out of the 
cedar chest of your heart and soul and 
believe in yourself.” 

Mr. Holtzman is firmly convinced that 
the motives back of successful sales pro- 
cedure is found in ideas, dreams and 
emotions; in other words, the stuff that 
inspiration is made of. “We sell through 
inspiration, not perspiration, so in your 
drive for business be sure that your 


heart has a tight grip on the reins.” 
The speaker placed great value on the 
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W. R. Dignan, Cincinnati, Uses Disa- 

bility Insurance as Stepping Stone 

to All Other Lines 

Development of sales through accident 
and health insurance is a strong point 
with W. R. Dignan of W. E. Lord Co., 
Cincinnati. In a talk to the National 
Accident & Health Association conven- 
tion in Cleveland Mr. Dignan said that 
is exactly what his agency has done, 
resulting in a large, diversified and 
profitable clientele. This procedure was 
decided upon only after close analysis 
of sales possibilities among various 
clients. He considers that accident and 
health offers unlimited opportunities for 
profit and public service. While the 
agent’s opportunities are large in the 
field of property insurance, they are 
negligible compared with those asso- 
ciated with ills of the human body. 

It is obvious that the agent should 
select for sale the type of insurance that 
offers the best prospects, continued Mr. 
Dignan. The agent depends on both 
quantity and quality. Human life values 
are responsible for property values. Mr. 
Dignan says the life field is highly 
cultivated and highly competitive, with 
too many companies and agents. He 
characterized the method of remunera- 
tion to agents as “cockeyed.” He sees 
accident and health as an uncultivated 
field with relatively few agents working 
it; producing quicker sales because of 
universal appeal, and more prospects be- 
cause of smaller premiums. He makes a 


distinction between selfish appeal and 
family appeal. In conclusion he said: 
“I am not talking through my hat. Bill 


Lord Jaid the foundation and has: been 
doing it for twenty-two years. Acci- 
dent and health is the brightest spot 
on the insurance horizon.” 
heart and soul value in the makeup of 
the average salesman and said his lack 
of it oftentimes was the cause of slumps 
in production rather than depression 
difficulties. Before closing he touched 
briefly on the quality of personality 
which, he said, in a salesman “has 
more to do with motivation than any 
other quality he may possess.” 

H. M. George on Merchandising 

Harold M. George, A. & H. manager 
for the United States F. & G. in New 
York, at the outset of his address on 
“Merchandising Income Protection” paid 
appropriate recognition to the fine pion- 
eering work along this line done by 
the general committee in charge of Acci- 
dent & Health Week under Harold R. 
Gordon’s leadership. Mr. George then 
drew upon his personal experiences both 
as an underwriter and sales manager 
of A. & H. insurance, saying in part: 

“It has been said that adverse actions by 
insurance companies in the underwriting of 
new and existing accident and health policies 


discourages the producer and_ besides losing 
the accident and health lines, endangers other 


(Continued on Page 38) 
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Study of New Trends in This Country 
and of Tried Methods in Europe 
by Wesley T. Hammer 





The address by Wesley T. Hammer, 
Loyalty Group A. & H. manager in New 
York, on trends in the accident and 
health business, as presented before the 
sales congress gathering of the Cleve- 


land A. & H. Association June 2, was 
high-spotted in The Eastern Under- 
writer last week. 3ut Mr. Hammer’s 





WESLEY T. HAMMER 


paper reviewed the ground so completely 
that a further and more detailed review 
is given of it herewith. He dealt with 
outside trends that affect the accident 
and health business; trends away from 
individual effort toward group effort, 
mentioning particularly the cooperative- 
ly owned hospital at Elk City, Okla.. the 
first of its kind in America. This is a 
service at cost proposition. He men- 
tioned other similar enterprises, includ- 
ing the one in Washington for govern- 
ment employes. Excerpts from his paper 
follow: 

“The idea of voluntary group medical 
service has captured the imagination of 
many people. The Bureau of Coopera- 
tive Medicine, New York, makes thijs 
comment in some of its literature: 
‘Commercial insurance companies have 
the disadvantage of interposing a third 
party between the patient and the physi- 
cian, with the result that the doctor’s 
loyalty is divided between the company 
and the patient.’ I might ask: Has it 
been your experience that this is a fact? 

Attitude of Public 

“Forty hospitalization plans are in ope- 
ration in this country. The largest is in 
New York. About 85% of those covered 
by that plan earn between $20 and $50 a 
week. People embrace these hospitali 
zation plans because they know it is 
something they need. We have all heard 
or read about government health insur- 
ance. By and large the doctors are 
against state health insurance. In the 
eastern states organized medicine has 
taken a definite stand against compul- 
sory health insurance. 

“Nearly thirty foreign countries have 
some form of. government health insur- 
ance. Opinion regarding their success 
is divided. It appears to be.a fact that 
the general health in the principal coun 
tries having such insurance has not 1m- 
proved since the. plans went into effect 
\ magazine article points out that in 
Germany, where state health insurance 


ahs been in force since 1883, the annual 
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9th Annual Meeting, National A. & H. Association 





A. M. Holtzman Reviews Year's Growth; 
New York Gets 1939 Convention 


Membership Gains Cited; A. 


& H. Week Plans and Local 


Association Problems Discussed; to Hold December 
Meeting in Chicago 


New York selected as the 
1939 convention city by the National 
\ecident & Health Association in ninth 
annual session last Friday in Cleveland, 
and although dates have not yet been 
set it will be in the late Spring after 
the opening of the World’s Fair. The 
Leslie W. 
Indemnity. 


City was 


extended by 
Fund 


invitation was 
Winslow, 


The association 


Fireman’s 
also decided to hold a 


combination executive committee meet- 
ine and sales congress next December in 
Chicago at which the local club will be 
the host. 

Edward H. O’Connor, Bankers Indem- 
nity assistant secretary, was elected 
president of the association, as fore- 
casted in The Eastern Underwriter last 
week, succeeding A. M. Holtzman, Mu- 
tual Benefit H. & A. manager at Roches- 
ter. W. B. Cornett, Loyal Protective 
Life at Columbus, Ohio, was elected first 
vice-president; E. H. Ferguson, Great 
Northern Life, Chicago, second vice- 
president, and Clyde E. Dalrymple, Pre- 
ferred Accident manager, Milwaukee, 
third vice-president. George L. Dyer, 
Jr., Columbian National Life, St. Louis, 
is the new secretary-treasurer. 

The new executive committee is com- 
posed of A. M. Holtzman, retired presi- 
dent: C. Truman Redfield, Mutual Bene- 
fit H. & A., Chicago, who has just com- 
pleted a good year as executive secre- 
tary: W. F. White, Royal, Eagle and 
Globe Indemnity companies, New York; 
W. R. Dignan, W. E. Lord Co., Cin- 
cinnati, and Homer Bisch, National Cas- 
ualty at Toledo 

Holtzman Cites 1937-38 Progress 

The presidential address of A. M. 
Holtzman, first on the program, set the 
pace for the convention, containing as 
it did a resume of the year’s progress. 
The 1937 platform set forth a member- 
ship mark to shoot at of 1,000 new mem- 
bers and six new local organizations, and 
Mr. Holtzman said: “This was accom- 
plished by a good margin and plans are 
under way for twelve additional units 
before the end of 1938.” In this con- 
nection he gave high praise to R. L. Pad- 
dock of the Time Insurance Co., Mil- 
waukee, who edited the monthly Pros- 
pect-Us, and his August, 1937, issue which 
contained one of the best membership 
letters he has ever seen. It was en- 
titled “Two Dollars.” C. E. Dalrymple 
ably assisted Mr. Paddock in preparing 
the Prospect-Us, said Mr. Holtzman, 
and C. T. Redfield, executive secretary, 
and Miss Carolyn Owen, corresponding 
secretary, did an outstanding job in his 
opinion. He also paid tribute to Frank 
A. Post, A. & H. Review editor. 

The association has progressed in the 
establishment of a standard by which 
qualified agents may be recognized by 


the public and be fully grounded in 
A. & H. insurance salesmanship. A 
comprehensive educational program to 
select qualified A. & H. agents is an- 


other objective 
A. & H. Week Progress 


As the originators of the Accident & 
Health Week movement the association 
gave a prominent spot to that subject 
in its convention. Harold R. Gordon, 
general chairman of the week, led a 
round table discussion on the 1938 ob- 
servance and possibilities for 1939; said 
that this year’s annual week aroused 
greater interest than ever before, and 
saw a more appreciative public as a re- 


sult of the constructive publicity given 
to income protection through A. & H. in- 
surance. 

Participants in this discussion included 
Leslie W. Winslow and Julius L. UIl- 





ARTHUR M. HOLTZMAN 


man, respectively president and publicity 
director of the Accident & Health Club 
of New York, both of whom told of the 
cooperative spirit with which the com- 
panies, the insurance press and pro- 
ducers received the many-sided program 
staged in New York. 

E. K. Ferguson, assistant secretary, 
Great Northern Life, came next with a 
fifteen minute pep talk on the inception, 
aims, present status and future of the 
National A. & H. Association. He was 
its executive secretary two years ago 
and is now an executive committeeman. 
The scene shifted to local association 
problems and in a round table discus- 
sion led by George L. Dyer, Jr., opinions 
were exchanged on how to pep up ineet- 
ings, increase membership and _ build 
local prestige. Most active associations 
this year have been in Cleveland, Den- 
ver, Detroit, Pittsburgh, Philadelphia, 
Columbus, Ohio, St. Louis, Chicago, Salt 
Lake City, San Francisco, Rochester and 
Milwaukee. 


NEW YORKERS ENTERTAINED 

Six New Yorkers attended the con- 
vention and were much impressed by the 
hospitality shown them. The party in- 
cluded L .W. Winslow, Fireman’s Fund 
Indemnity; H. M. George, United States 
F. & G.; W. T. Hammer, Loyalty 
Group; W. F. White, Royal, Eagle and 
Globe Indemnity companies; J. L. UIl- 
man, W. L. Perrin & Son, and E. H. 
O’Connor, who is crossing the Hudson 
June 20 to join the Bankers Indemnity 
in Newark, N. J. 


K. O. SAUNDERS GEN’L CHAIRMAN 

General chairman of the convention 
was K. O. Saunders. He and his com- 
mittee of five did a fine job. 


LARKIN AGENCY A. & H. DRIVE 
During the month of May the Larkin 
agency, Connecticut General, 225 Broad- 
way, New York City, conducted an acci- 
dent insurance campaign which resulted 
in the agency’s leading the entire coun- 
try both in number of cases written and 
in total volume of premiums involved. 











CLEARING HOUSE OF IDEAS 


A. M. Ho!tzman Sees No Place for Petty 
Jealousies, Personal Ambitions, 
Volume Greed 

A clear cut idea of what the National 
A. & H. Association stands for was given 
in the presidential address of A. M. 
Holtzman as follows: 

“We as underwriters through the Na- 
tional Association must stand together in 
every phase of the business. The Na- 
tional Association must of necessity be 
the clearing house of ideas which click. 
Petty jealousies, personal ambitions, 
greed for volume, have no place in our 
program. Our chief interest is in de- 
veloping an esprit de corps among all 
our members, that through a national 
recognition, local impetus will be sus- 
tained.” 

In closing his address Mr. Holtzman 
expressed his appreciation for the loyal 
support, friendly advice and _ personal 
companionship given him in his term of 
office, and expressed the hope that the 
association “may progress to greater 
heights in its tenth year than has ever 
been experienced, all in the interest of 
accident and health insurance.” 








Albany Hearing 
(Continued from Page 31) 


taxpayers money they now pay for re- 
lief and for accident costs of others. 

Former Superintendent of Insurance 
Van Schaick favored the proposals, but 
urged cautious procedure. 

The Opposition’s Viewpoint 

Raymond Roche, Oswego, New York 
State Grange, opposed the proposals, 
claiming that while motor vehicle acci- 
dents may be a social evil, so is strong 
drink, and asked how much drink con- 
tributes to the accident toll. 

Ray Murphy declared the insurance 
companies are in opposition because 


The Moffat Proposal 


The proposal offered by Republican 
Moffat of New York, on which a 
public hearing was held June 1, would 
add new section 20 to article 1, call- 
ing for motor vehicle compensation 
“providing laws may be enacted for 
protection of the life, health and saf- 
ety of persons suffering injuries 
caused by theo peration or control of 
motor vehicles within the State of 
New York; or for the payment by the 
owner or owners of motor vehicles 
causing such injuries, or otherwise, 
of compensation for such injuries or 
for death resulting therefrom with- 
out regard to fault as the cause 
thereof; or for the adjustment, de- 
termination or settlement, with or 
without trial by jury, of issues that 
may arise under such legislation; or to 
provide that the right to such com- 
pensation and the remedy therefor 
shall be exclusive of all other rights 
and remedies for such injuries or for 
death resulting therefrom; or to pro- 
vide that the amount of such com- 
pensation for death shall not exceed 
a fixed or determinable sum.” 














they believe the proposals threaten the 
basis of their present system, and that 
the proposals are vague and indefinite. 
They would authorize imposition of lia- 
bility without regard to fault. The 
right to trial by jury would be abro- 
gated, and trial and final determination 
of issues of fact in disputed claims by 
administrative officers would be author- 
ized and invited without regard to the 
weight of evidence. Cost of the pro- 
posals cannot possibly be estimated by 
anyone. Mr. Murphy added that the 
proposals endanger the insurance busi- 
ness and are part of a Frankenstein 
monster that already is helping to de- 





On Executive Committee 


W. FRANKLYN WHITE 








stroy American business, and may even- 
tually destroy all business based on the 
profit motive. He declared the economic 
loss would merely be transferred from 
one group to another; that it is pro- 
posed to penalize 90% of the drivers 
for the negligence of the other 10%, and 
that responsibility for motor vehicle ac- 
cidents is not comparable to workmen’s 
compensation where there is a respon- 
sible employer. He cited the, accident 
frequency experience in compensation 
and claimed that the subject at issue is 
not a social problem in the real sense. 

John J. McInerney, Rochester Auto- 
mobile Club, suggested waiting for the 
report of the Berg Committee investi- 
gating compulsory insurance. 

Thuman Preston, New York State 
Automobile Association, held that use 
of the compensation princinle is unsound. 

N. Y. Agents for Plan With Safety 

Factor 

Russell M. S. Carson, Glens Falls, 
president New York State Local Agents 
Association, said his members believe 
safety and insurance are closely allied 
and an insurance system that recognizes 
the safety factor would be favored by 
insurance agents. 

Henry Perkins, Rochester Motorists 
Association, claimed the proposals would 
provoke unjust penalties on responsible 
drivers; that accidents would not be re- 
duced nor reckless drivers eliminated, 
and that the danger in the plan is insur- 
ance of the irresponsible driver regard- 
less of negligence. 

Thomas: A. Sharpe, Rochester insur- 
ance agent, would put more teeth in the 
present financial responsibility law. 

Former Senator Clayton R. Lusk, 
Cortland, who was in the legislature ten 
years ago when Senator Nathan Strauss 
introduced his motor vehicle compensa- 
tion law, asked: “Why pass a constitu- 
tional amendment before the proponents 
have brought out a workable bill?” He 
recalled that the Strauss bill was laughed 
off the senate floor, and pointed to the 
danger of eliminating contributory negli- 
gence from right of action to recover 
damages for personal injuries in the in- 
terest of social expediency. 


INVESTORS SEEK RECEIVER 

A petition filed in the Superior Court 
at Chicago Tune 7 seeks a receiver for 
Associated Underwriters, Inc., 135 South 
LaSalle Street. The action was taken 
by fourteen investors in Chicago Lloyd’s. 
Associated Underwriters was the man- 
aging authority for Chicago Lloyd’s. The 
fourteen plaintiffs assert they invested 
$100,000 in Associated Underwriters and 
charge irregularities in powers of attor- 
ney they had given. 
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o’Connor Starts June 20 

In Bankers Ind. Post 
ASSISTANT SECRETARY FOR A.&H. 
Also Elected President of National 


A.&H. Association; Resigns United 
States Casualty Position 





Edward H. O’Connor starts June 20 
in his new post as assistant secretary of 
the Bankers Indemnity of Newark, mem- 
ber of the American Group, in charge 
of its accident and health department. 


E. H. O'CONNOR 


Mr. O’Connor, one of the foremost men 
in the country in his field, has resigned 
as assistant secretary of the United 
States Casualty after thirteen years with 
that company, and his affiliation with 





the Bankers Indemnity indicates that 
it will adopt a more aggressive policy 
in the field of accident and health 
insurance. 

Mr. O’Connor is doubly in the insur- 
ance spotlight this week as he was 
elected president of the National Acci- 
dent & Health Association at its an- 
nual convention in Cleveland late last 
week and this honor will give him in- 
creased nation-wide prominence. He is 
a past chairman (two terms) of the 
Bureau of Personal Accident & Health 
Underwriters and vice-president, Acci- 
dent & Health Club of New York. 

Background 

Born in New York City 43 years ago, 
Mr. O’Connor was educated at Fordham 
University. He served in the A. E. F. 
during the World War and was honor- 
ably discharged with the rank of lieu- 
tenant. 

Entering the insurance business with 
the Metropolitan Life some twenty 
vears ago, he was successively employed 
by the Massachusetts Bonding and the 
Royal Indemnity, going to the United 
States Casualty in 1925. He has enjoyed 
a broad and successful experience in 
underwriting, production and executive 
administrative work. An easy and per- 
suasive public speaker, he has been in 
frequent demand at meetings of accident 
and health underwriters and producers 
Widely known in the field his appoint- 
ment has attracted much interest. 


VISITORS TO N. Y. 

During the past week Hugh Heafner, 
manager, Southern branch office, United 
~~ Casualty at Charlotte, N. C., and 
‘. L. Stephenson, branch manager, Chi- 
cago office of the same company, were 
visitors in New York City. 


J. B. ROBERTSON TO EUROPE 

J. B. Robertson, vice-president and 
general counsel, Employers Reinsurance 
of Kansas City, sailed for Europe Wed- 
nesday on the S. S. Hansa with his wife 
and two daughters. 











POWELL 


L. D. CAVANAUGH JAMES E. 

An interesting study in contrasts is provided by the respective careers of L. D. 
Cavanaugh, Federal Life of Chicago, and J. E. Powell, Provident Life & Accident, 
who last week won key positions in the Health & Accident Underwriters Confer- 
ence. Mr. Cavanaugh, an actuary of broad experience, was elected first vice-presi- 
dent while Mr. Powell, distinctly the production type, was elected chairman of the 
Conference executive committee. Both are of presidential timber. 

As highspotted in The Eastern Underwriter last week Mr. Cavanaugh is the 
Federal Life’s executive vice-president, and has had a career of actuarial achieve- 
ment. He started with the Wisconsin Insurance Department after graduation from 
University of Wisconsin, serving in the actuarial department and as special ex- 
aminer. Next, a year as consulting actuary in Syracuse followed by his appointment 
as actuary of the Federal Life in 1914. His rise in its executive councils since that 
time has been rapid, and today he is a member of its board and executive and 
finance committees in addition to executive vice-president. 

J. E. Powell, a younger man, convention speaker and agency contact man for 
the Provident Life & Accident, studied at University of Missouri and then plunged 
into an active insurance selling career. Before his affiliation with the Provident he 


managed the accident department of the Southern Surety. 








3 KEY STATIONS 
on a Coast lo Coast Tletvork \ 


The Red and the Blue Networks of the N. B. C., the national 
chain of the C. B. S. and all the many other station hook-ups 
of radio broadcasting have brought world happenings on the 


instant to every hamlet and fireside of America. 


The coast to coast network of the F&D—forty-three under- 
writing and service offices in every section of the United 
States—each with its staff of trained and experienced field 
men and all linked both to the Home Office and to each 
other, brings to the agent in the field, both in underwriting 
and in the payment of claims, the immediate service of a 
company which has specialized in every form of Fidelity and 


Surety Bonds for almost half a century. 


Just one of the many reasons why, in suretyship, it pays to 


represent the 


EXCLUSIVELY FIDELITY . 
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Knowledge Required 
For Speedy Action 


BOND AGENT QUALIFICATIONS 
Edward C. Lunt Explains Situations in 
Which Salesman Is Called Upon 
to Know His Subject 

At the outset of an interesting ad- 
dress on suretyship from a salesman’s 
viewpoint, Edward C. Lunt, vice-presi- 
dent Great American Indemnity, used 
the following quotation: “The only in- 
dispensable thing about clothes is that 
the wearer shall be at peace with them.” 
“Similarly,” said Mr. Lunt, “the one es- 
sential element in an attempt to sell a 
piece of corporate suretyship is that the 





LUNT 


EDWARD C. 


salesman shall be at peace with his pros- 
pective customer.” The speaker was 
addressing the Pennsylvania Insurance 
Day convention in Philadelphia, May 27. 
He declared that there is one infallible 
remedy for such unpleasantness as not 
being at peace with one’s prospect or 
customer; namely, a mastery of his sub- 
ject by the salesman, because all the 
suggested obstacles to peaceful negotia- 
tions, and practically all others, may be 
removed and annihilated by patient rea- 
soning. 
Quick Action Required 


In order to sell anything, continued 
Mr, Lunt, the prime requisite is for the 
salesman to know what he is talking 
about. He continued in part: “Many 
insurance agents, if called upon suddenly 
to procure a surety bond, are unable to 
render adequate service because they do 
not thoroughly understand what it is all 
about. In many cases, to be sure, the 
agent is not imperatively required to 
know many things and thoroughly to 
understand what is going on, because the 
client’s attorney or architect or other 
representative does know all about it. 

“Obligatory bonds at one time made 
up perhaps the bulk of the business done 
by surety companies. The enterprise 
and ingenuity of underwriters, however, 
have provided the companies for a long 
time with additional business and will 
doubtless continue to do so as the mani- 
fold uses of surety bonds are gradually 
developed. In this latter kind of busi- 
ness the agent must have some degree 
of persuasive power, because the buyer 
procures the bond of his own volition 
and for his own presumed protection 
While, therefore, a salesman’s arts may 


be utilized in the case of these volun- 
tary bonds, a thorough understanding of 
the subject by the agent is none the less 
desirable if not imperative 
Other Fields Productive 
“Bankers’ and brokers’ blanket bond 
now account for about one quarter of 


the entire surety premium volume. Com 
paratively few agents understand them 
thoroughly and there is every chance 
in the world to give bankers superior 


service in this field. In the case of fidel- 
ity bonds what the agent needs chiefly 
is shoe leather. Nearly one-fifth of the 
surety business of all the American com- 
panies last year consisted of fidelity 
risks, and as much more could be put 
on their books without overworking any- 
body greatly. ‘It takes a lot of time to 
have opinions,’ said Walter Bagehot, 
with characteristic sagacity. So it does 
in most things, but a wise agent will re- 
quire only a fraction of a second to form 
the opinion that he should go after con- 
tract bonds with all possible energy and 
persistence. 

“One simple, if sinful, way in which 
an agent may corral an indivisible whole 
of contract premiums is to become the 
political boss of his city, county, state, 
country or hemisphere, as the case may 
be. Closely allied with this last un- 
worthy suggestion is the matter of se- 
curing public official bonds, because they 
go largely by political favor. That is 
less likely to be true, however, in the 
smaller places, where the bonds may 
often be secured by a forehanded agent 
on the basis of friendship and by reason 
of anticipatory solicitation. 

“Judicial, fiduciary and bankruptcy 
bonds usually have their origin, as far 
as immediate acquisition purposes are 
concerned, in the office of some attor- 
ney, and the most effective way of pro- 
curing this business is to cultivate re- 
lations with able and active lawyers and 
be prepared, when called upon, for 
speedy action.” 





Law’s Casualty and Surety 
Chart For 1938 Is Issued 


Harrison Law, Nutley, N. J., insur- 
ance analyst, has issued his 1938 Com- 
parative Tables on the operations of 
casualty and surety companies. There 
are five-year comparisons of loss and 
loss expense, agency commissions and 
brokerage and salaries paid, taxes and 
fees, other disbursements; five-year av- 
erages covering several items, premiums 
and losses since organization, cancella- 
tions and reinsurance; capital, surplus 
and unearned premium accounts. In ad- 
dition there is a helpful analysis of in- 
come and disbursements, after which 
each class of insurance sold by these 
companies is dealt with separately as 
to premiums, losses, commissions and 
expense. 





C. W. GOETCHIUS DEAD 


Vice-President and Treasurer American 
Surety and New York Casualty, 
Ill Only Short Time 

Charles W. Goetchius, vice-president 
and treasurer, American Surety and New 
York Casualty, died June 3 after a brief 
illness, age 67. 

Mr. Goetchius was a native of Brook- 
lyn but lived in Newburgh, N. Y., until 
1900, when he came to New York and 
entered the employ of the National 
Union Bank as confidential secretary to 
the president. In 1906 he resigned from 
the bank to become associated with the 
American Audit Co. (now F. W. La- 
frentz & Co.) as manager of the bank 
examination department, which pos'tion 
he held until May, 1916, when he en- 
tered the American Surety, and in 1917 
was elected secretary and treasurer. In 
1929 he was elected a_ vice-president, 
continuing in the office of treasurer. 
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WILLIAM A. EARL DEAD 





Identified With Hartford Accident & 
Indemnity for Years; President 
N. Y. Athletic Club 


William A. Earl, general attorney and 
associate manager, New York office 
Hartford Accident & Indemnity, and 
president New York Athletic Club, died 
Tune 3 of heart disease, ame 52. Mr. 
Earl was a yachting enthusiast and was 
commodore of the yachting department 
of the athlet'c club. He was born in 
Chicago and had been with the Hart- 
ford company for twenty-four years, join- 
ing that organization as an attorney. 





NEW YORK RATES APPROVED 





Compensation Revision Effective July 1, 
Approval of Devartment Having 
Been Obtained 


The Compensation Insurance Rating 
Board, New York, advises that its re- 
vision of rates has been approved by the 
New York Insurance Department, ef- 
fective on policies with rating anniver- 
saries dating July 1 and thereafter. Oc- 
cupational disease rates for classifica- 
tions suhiect to specific dust hazards be- 
come effective from July 1 on all poli- 
cies in force as well as on new and re- 
newals for the reason that the change 
in these rates is due to the operation of 
the statute. 

Merit adiusted rates for risks with 
rating anniversaries effective July 1 and 
thereafter will be promulgated begin- 
ning at once. 


PACIFIC MUTUAL A. & H. RECORD 


With 1,310 new accident and health 
applications written in six days, Pacific 
Mutual Life has reported the results of 
its Accident & Health Insurance Week 
activities. All divisions of the accident 
and health denartment increased pro- 
duction over the nreceding year and 
commercial A. & H. applications resis- 
tered a gain of 13% for the week. Also, 
Hoodoo Day was outstandingly success- 
ful. with ten agents qualifying for mem- 
hership in the Black Cat Club. Robert 
F. Watts. Chicaro, led the company in 
the one-day performance, with twenty- 
five applications. 
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Forecast of Trends 
In Insurance Field 


STANDARD STATISTICS’ VIEWS 





General Tapering Off in Probable Profits 
of Fire. Casualty, Surety and 
Life Companies 





S‘andard Statistics, Inc. New York, 
siys in its bulletin dated May 18 that at 
current prices fire insurance shares are 
selling lower than usual in relation to 
stockholders’ equity and probable long 
term average earnings. A lareer pro- 
portion of company funds is found to 
be in cash or government bonds than 
ever before and it is believed that so 
far there has been no drift toward re- 
purchase of stocks and bonds sold in 
1937. It is claimed that the companies 
will do well this year if they can main- 
tain the 1937 exnense level. and _ pre- 
mium volume is likely to decline. Losses 
are expected to increase somewhat. 

Casualty and Surety Field 


Of the casualty and surety companies 
the bulletin observes that a substantial 
reduction in profits is expected this year 
from the high level of 1937. Reasons 
given for this view are adverse economic 
conditions, possible heavier losses and 
results of rate reductions made in 1937. 
Of the safe driver reward plan Standard 
Statistics says: “While this plan proba- 
bly will result in fewer small loss re- 
norts, the costly serious accidents are 
likely to continue and the rebate might 
well cut potential underwriting earn- 
ings.” Investment portfolios of the com- 
panies are referred to as “conservative.” 

Life Insurance Conditions 


Of life insurance the bulletin refers to 
the decline in writings. which was pro- 
nounced in March. Policy loans are 
more in demand, with agitation for lower 
interest rates for that accommodation. 
Adjustments in premium rates and poli- 
cvholders’ dividends have tended to off- 
set the decline in investment earnings 
in recent years, hut with money rates at 
record lows the indications are that life 
insurance company investment earnings 
this year will be low, concludes the bul- 
letin on this branch of insurance. 

JERSEY COMMITTEE CHOSEN 

The Marvland Casualty, United States 
»Fidelity & Guaranty, Lumbermen’s Mu- 
tual Casualty and New Jersey Manufac- 
turers Casualty have been chosen as the 
government committee of the Compen- 
sation Rating & Inspection Bureau of 
New Jersey. 

BOILER MAN DIES OF BURNS 

Hugh Rensford, Maryland Casualty 
Co., boiler inspector at Milwaukee, Wis. 
died at a local hospital from severe leg 
burns received when he stepped into a 
pile of hot ashes, which ignited his 
clothing, while inspecting boilers of a 
local industrial plant. Surviving are his 
wife and a daughter. Funeral services 
were under Masonic auspices. 
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R. H. Longmaid Now a Specialist in 
Field of Investment Research 


Richard H. 
Longmaid, who 
will be remem- 
bered in casu- 
alty insurance 
circles of New 
York as the 
United States 
Casualty bro- 
kerage solici- 
tor who wrote 
an interesting 
book, “Adven- 
tures of Rob- 
ert Ross — In- 
surance Solici- 
tor,” about his 
experiences 
around town, 
has embarked 
upon a career in the field of invest- 
ment research. He has just announced 
the creation of a new publication to be 
issued at regular intervals which will 
interpret trends of business and security 
prices in the light of the Dow Theory, 
which was originated by Charles H. 
Dow, founder, Dow-Jones & Co., and 
the Wall Street Journal. 

Mr. Longmaid, who retired two years 
ago from business in New York City 
after fourteen years’ experience in the 
insurance and mortgage fields, has made 
an intensive study of the Dow Theory 
and has developed an interpretive ser- 
vice for investors based on this tested 
theory. His findings have convinced him 
that no lay investor in stocks can hope 
to be successful until he has some mas- 
tery of Dow Theory fundamentals. Mr. 
Longmaid’s objective is to secure a mini- 
mum of fifty charter subscribers to his 
new bulletin service at which time he 
will undertake regular publication of it 
at $20 a year for charter and $24 for 





Richard H. Longmaid 


regular subscribers who enroll after the 
first fifty. 

A graduate of Massachusetts Institute 
of Technology Mr. Longmaid has had 
substantial background in business, ex- 
tending over a fourteen year period. He 
started in 1922 with the Compensation 
Insurance Rating Board, then entered 
the company ranks as a casualty under- 
writer. After some years with the United 
States Casualty he resigned in 1933 to 
enter the guaranteed mortgage field with 
the Swiss Reinsurance group. For two 
years he managed its central mortgage 
bureau and resigned in 1935 to join the 
Bond & Mortgage Guarantee Corp. One 
of his duties while with that organiza- 
tion was to manage the master review 
and advisory department. 

Mr. Longmaid has many friends in the 
business who will be interested to know 
of his new activity. 





TO HONOR COMM. HARRINGTON 

Insurance Commissioner Charles F. J. 
Harrington of Massachusetts will be 
guest of honor at a luncheon to be given 
in Boston on June 20 by the Insurance 
Society of Massachusetts. Both Gover- 
nor Charles F. Hurley and Mayor Mau- 
rice Tobin of Boston will attend and it 
is expected that over 500 insurance men 
will be present. The luncheon will be 
held in the Chamber of Commerce Build- 
ing, 





MICHIGAN SAFETY WEEK 


Michigan Safety Week was observed 
May 23 to 29 with some communities 
staging special safety promotion pro- 
grams, Gov. Frank Murphy issued a 
proclamation for general observance of 
the week. 


HERTFORD GREETS HARTFORD 


Mayor of Old English Borough Con- 
gratulates Paul Rutherford on His 
Company’s Anniversary 
Councillor Ashley T. Webb, J.P., mayor 
of Hertford, England, has written Paul 
Rutherford, president, Hartford Accident 
& Indemnity, a letter of congratulation 
on the celebration of the company’s 
twenty-fifth anniversary. This letter was 
prompted by the friendly feeling that has 
always existed between the cities of 
Hertford, England, and Hartford, Conn., 
and by the fact that the Hartford Acci- 
dent & Indemnity’s official trademark is, 
with the exception of the wording on 
its border, an exact replica of the official 
seal of Hertford, England, from which 
town Hartford, Conn., derived its name. 
Mayor Webb observes that the seal 
or trademark of the company is a rep- 
lica of the ancient Common Seal of his 
borough, which has been in continuous 
use since the days of Queen Elizabeth 
and possibly from much earlier times. 

Mr. Rutherford said in his reply to 
Mayor Webb: “The progress of our 
company has been built upon the same 
sound principles which no doubt have 
been responsible for the illustrious record 
of Hertford over so long a period of 
years. The inscription on the arms of 
the borough, as appearing at the top of 
your letter—‘Pride in the Past, Faith in 
our Future’—could well be adopted as 
our motto, being so fully expressive of 
our sentiments.” 








Seventh Hospital Plan 
Given Approval in Pa. 


Approval of an application for a char- 
ter to operate a non-profit hospitaliza- 
tion plan has been given by Insurance 
Commissioner Hunt to the Hospital 
Plan, Inc., of New Castle, Pa. This is 
the seventh plan of the kind to which 
approval has been granted by the De- 
partment. 





Ohio Permits Reward Pen 


The Attorney General of Ohio has 
held that the practice of making pre- | 
mium reductions on auto bodily in- | 
jury and auto P.D. rates for no-acci- 
dent records of safe drivers does not | 
constitute a rebate under the Ohio | 
law. Thus, the safe driver reward | 
plan of the National Bureau of C. &| 
S. Underwriters is permissible in that 
state. Previously it has been barred 
by Superintendent of Insurance R. L. | 
3owen on the ground that it consti- | 
tuted a rebate. 


} 


| 








City Ordinances Hamper 
Writing Oil Well Bonds 


Writing oil well drilling bonds in Long 
Beach and San Pedro districts, Cali- 
fornia, has been made more difficult be- 
cause of a new Long Beach ordinance 
requiring a $25,000 bond for a single well 
and a $200,000 bond for eight or more 
wells. The surety is required to guar- 
antee faithful performance, third party 
liability and tax payments. Indications 
are that such bonds are written only for 
the major companies, which hampers the 
smaller operators. 


HOSPITALIZATION FEATURED 

Hospitalization insurance is being fea- 
tured in Newark, N. J., by the United 
Casualty of Westfield, Mass. Morris 
Wallman, resident manager of the com- 
pany has expanded the Newark office 
for promotion of this coverage and has 
engaged J. Weldon Barry of East Or- 
ange, N. J., to lecture on hospitaliza- 
tion insurance twice a week. 


REQUIRE WINE DEALERS’ BOND 


Under provisions of a 1938 law passed 
by the Virginia general assembly, ef- 
fective July 1, all wholesale and retail 
wine dealers in Virginia must be bonded. 
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Items from Financial Statement of December 31, 1937: 


Capital . 2. 2. 26 2 es we ee 
Surplus . ....-.. ; 
Remmemeve «ok st eH Oe Cs 
Premium Reserve .... . 


All Other Liabilities 


Total Admitted Assets 


. $1,000,000.00 
5,285,913.04 
5,782,928.73 

ps he i ae ee 2,363,557.67 
Gee eae 856,253.72 


. . 


$15,288,65 3.16 


Securities carried at $936,506.03 are deposited 
in accordance with law. 
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Observations of a Job Procurer 
On Selecting Insurance Helpers 


It is soothing to realize that any- 
body is thinking of what is going to 
happen to the organizations of insur- 
ance companies if prosperity should re- 
turn and there should be a surplus of 
jobs. That was one of the subjects dealt 
with by Karl M. Wehinger, president, 
Wehinger Service, Inc., New York, when 
addressing the May meeting of the In- 
surance Accountants Association. Mr. 
Wehinger predicted that when business 
gets better there is going to be a surplus 
of jobs and a deficiency of trained per- 
sons. The labor turnover is going to 
be large and the insurance business 
is one line which will experience that 
situation. 

The speaker noted the short business 
life of the average woman; the tempor- 
ary advantage in employing women be- 
cause of their lower salary scale; re- 
sulting turnover and reduction in trained 
personnel. Employment of men whose 
ambitions cannot be kept pace with was 
another point covered. Employment of 
only such men as there is reasonable 
likelihood of promoting was advocated. 
Need for more real training was empha- 
sized. Advancing salaries by the calen- 
dar rather than at the time the advance 
is deserved was discouraged. Best re- 
sults were said to be obtainable when 


N. J. Compensation 
Situation Healthy 


REPORT BY A. R. LAWRENCE 





Continuation of Present Rate Level 
Until Fall When Situation Will Be 
Reviewed Again 





Reporting at the annual meeting of 
the Compensation Rating & Inspection 
Bureau of New Jersey, A. R. Lawrence, 
chairman and manager, observed that 
“while we are again in the midst of a 
severe recession of industrial activity it 
is the belief that the technique of rat- 
ing and the organization of the business 
have advanced and improved through the 
experience of earlier years and that the 
business of workmen’s compensation in- 
surance may successfully weather the 
trials ahead free from much of the stress 
and emergency treatment experienced 
heretofore.” 

Chairman Lawrence also reported that 
while the present level of rates is ap- 
proximately 15% below the peak, it has 
seemed a proper thing to re-establish 
the same level for a further period of 
six months, which is the recent action 
of the governing committee in the cus- 
tomary Spring revision. To continue 
the close check and control, the rate sit- 
uation will be reviewed again in the Fall 

This, said Mr. Lawrence, would seem 
to stamp the recent revision as a purely 
routine affair and it is a fact that no 
sharp adjustments of individual classifi- 
cation relativity have been introduced. It 
seems a sound policy that there should 
be none, generally speaking, but the in- 
dications of the various classifications 
have been under intensive scrutiny and 
careful adjustment in the light of local 
experience. 

Mr. Lawrence continued in part: 
“After a trial period of six years it is 
pretty well established that the New 
Jersey plan for granting coverage to em- 
ployers unable to secure it for themselves 
has passed from the stage of an experi- 
mental emergency procedure and must 
be accepted as a permanent thing in the 
scheme of business. The workmen’s 
compensation security funds have been 
growing steadily under the act of 1935 
and as of March 18 this year disclose 
the following condition: Stock company 
fund, $362,283; mutual company fund, 


$112,004. Legislation since the previous 
report has not been of particular im- 
portance to the workmen’s compensation 
field aside from the codification of the 
revised statutes.” 





jobs within a department are placed in 
various graded classifications to avoid 
discrepancies in pay for the same work. 


Discrepancies in Pay 


M. Wehinger finds wide variations m 
pay by various companies for work of 
the same class. Some companies keep 
certain employes too long on one job, 
that is, long after they have learned it. 
Executive positions in accounting and 
statistical departments are found to pay 
widely different remuneration. Account- 
ing departments are found to be more 
important now than ever before, owing 
largely to governmental taxation re- 
quirements. Although the accounting de- 
partment executive does not produce 
business for his company, he can be 
the means of saving considerable money 
if he possesses the originality and 
initiative to do it. Mr. Wehinger be- 
lieves the insurance companies can al- 
ways prosper but that they are fields 
for large savings without the necessity 
for getting any of that saving from re- 
duced wages. Intensive educational 
work among personnel was advocated 
strongly but Mr. Wehinger believes that 
a company should not pay all the cost 
of an employe’s tuition. That plan he 
claims has failed in many instances. 


Los Angeles A. & H. Club 
Opposes Lloyd’s Policy 


SEEK OPINION ON ITS LEGALITY 





Guest Speaker at Luncheon Was L. B. 
Spaeth, Better Business Bureau Of 
C. of C., “Frauds” His Subject 





Decided opposition to the continuance 
of the issuing of a Lloyd’s of London 
accident policy by one of the Los An- 


geles daily papers cropped out at a 
recent meeting of the Accident and 


Health Managers Club of Los Angeles 
and resulted in the members voting that 
the board of directors investigate the 
matter further and get an opinion on the 
legality of the affair from Attorney Gen- 
eral U. S. Webb. 


C. M. Beall, manager of the Ocean 
Accident, who had been delegated to 
look into the matter outlined what he 
believed to be the illegality of the issu- 
ance of the policy, it being written by 
an unadmitted surplus line carrier. 

William E. Lebby, whose office repre- 
sents Lloyd’s but is not the office 
through which the policies are placed, 
voiced his personal opposition to the 
policy, but said that it did not violate 
the code relative to surplus lines because 
only four admitted companies wrote the 
line and they were not the majority with- 
in the meaning of the code. He also 
said that nothing was written by Lloyd’s 
unless the premium equals the United 
States rate. He recommended that the 
board take some action in the case, and 
thought the line should be written by an 
American company. He said the Com- 
missioner had approved the setup and 
that the department ruling relative to 
surplus lines only applied when the cov- 
erage was not procurable in American 
companies, 

Louis B. Spaeth, Better Business Bu- 
reau of the Chamber of Commerce, spoke 
on the subject of frauds; declared that 
the “take” of frauds in the United States 
was $3,500,000,000 per year. 

Outlining the types of insurance 
frauds that have come to the bureau’s 
notice he mentioned: post mortem insur- 
ance, limited contracts; hospital and 
health concerns outside the insurance 
laws; marriage and birth associations 
protective associations that really are de- 
tective agencies; twisters; fake adjust- 
ers; fake training courses; hearse cases; 
employment insurance; burial certifi- 
cates fake auto clubs; social security in- 
surance and phone frauds. 


MERIT RATING FOR MINING 





Colorado Compensation Insurance Fund 
Seeking Satisfactory System for 
Metal Industries 
According to The Mining Journal, 
Phoenix, Arizona, a survey will be con- 
ducted in Colorado by the State Com- 
pensation Insurance Fund, with the 
assistance of the National Council on 
Compensation Insurance, to determine 
advisability of adopting a merit rating 
system for the metal mining industry. 
According to the Journal a minimum 
charge of $112 a year is made now and 
this minimum would be continued in a 
merit rating system, in that each oper- 
ator would have to pay a_ specified 
amount each year to participate. The 
survey will require about sixty days to 

complete. 
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(Continued from Page 33) 


business. With the exception of an_ isolated 
case, this is at best a poor excuse. In a 
recent survey made by my company covering 
all of the so-called adverse actions, we found, 
that for each 1,000 risks in 1937 there were 
fourteen home office adverse actions in all, of 
which eight were cancellations, five were rejec- 
tions and waivers and one for non renewal. 

“These figures are developed by a large 
number of risks, spread over our entire terri- 
tory and cannot always be a guide post for 
the individual producer, particularly one who 
has had little experience in writing accident 
and health insurance. They do prove how- 
ever, that the agent or broker who will learn 
the basic underwriting rules, will select his 
prospects with care and will actually sell 
accident and health insurance instead of con- 
sidering risks that come to him on a fair 
amount of business over several years, will 
have the same small factor of adverse actions 
as shown by this record.” 

The speaker then considered the moral 
responsibility of the insurance salesman, 
in recommending the proper coverages to 
his chents, and said that the public 
has a right to expect constructive ad- 
vice and sound counsel from the agent. 
As to prospects Mr. George could not 
conceive that any A. & H. man would 
say that it is difficult to find them, 
and to illustrate his point he read a 
letter from a producer who said that 
two-thirds of his friends had never been 
solicited for A. & H. The speaker gave 
recognition to the fact that some pros- 
pects may be physically or morally im- 
paired and thus not insurable. He also 
pointed out other prospecting angles. 


Qualifications of a Salesman 


Mr. George then gave his conception 
of the qualifications of a salesman featur- 
ing (1) a practical knowledge of the 
line will overcome 50% of the sales 
resistance; (2) confidence is needed not 
only by the salesman in himself but in 
his product which represents contract, 
company and company service; (3) en- 
thusiasm which should be so real that 
the agent should own an income policy 
and carry around at all times his identi- 
fication card in connection with it which, 
said the speaker, “has helped close many 
a sale”; (4) be systematic and have a 
well organized plan of listed prospects 
continuously in operation; (5) prepared- 
ness. Many a sale is lost because at 
the psychological moment no applica- 
tions were available. 

Finally Mr. George outlined the four 
important steps necessary in merchandis- 
ing income protection—the introduction 
which he considered the most important 
of all, the desire for the protection, 
the illustration of its coverage, and 
the close. In the speaker’s opinion the 
merchandising of A. & H. insurance 
offers greater possibilities than other 
lines as the field of prospects is greater, 
commissions higher, business renews 
easily, lapse ratio is low and A. & H. 
is the most personal of all lines. 


“Count” Mueller on “Invisible Break” 


Two of the great accident and health 
producers of the country are E. H. 
“Count” Mueller, general agent, Pacific 
Mutual Life, Milwaukee, and William 
Dignan, sales manager, W. E. Lord Co. 
of Cincinnati, both of whom gave gen- 
erously of their own sales experiences 
at the afternoon session. The title of 


——=_ 


W. T. Hammer Talk 


(Continued from Page 33) 


loss of time per worker has increased 
from five and a half days to twenty. 
eight days. In the United States the 
loss has remained the same for twenty. 
five years six and a half days. A League 
of Nations report on diphtheria cases fo; 
ten years ending in 1933 says that the 
number of cases increased in Germany 
and Austria, where the insurance sys- 
tem extends to the family, and also jn 
England and Wales, where families are 
not included. 


Company Insurance Ignored 


“Any government health insurance 
law that might be passed in this coun- 
try would undoubtedly start by covering 
the very low income groups. We know, 
of course, that the tendency is to ex- 
pand the scope of social legislation as 
time goes on. If it were evident that 
any plan was of unquestioned benefit to 
a large body of the American people, 
we certainly could not take a stand in 
opposition to it. In all I have read and 
heard by proponents of group protec- 
tion against disability there is practic- 
ally no recognition whatsoever of the 
part played by accident and health in- 
surance as we know it. Even part of 
our name has been taken from us and 
tacked to something that really isn’t 
health insurance at all. 

“Reports of the various agencies that 
study medical care ignore the part 
played by accident and health insurance. 
It is not shown that any part of the 
burden is passed along by individuals to 
insurance carriers. The fact is that in 
many cases the load is _ distributed 
through the medium of true insurance— 
our kind of insurance. Accident and 
health companies paid to individuals 
over $90,000,000 last year. 

“It is evident that there is a lack of 
proper appreciation of the part accident 
and health insurance has played, and 
can play, in the field of public welfare. 
With the exception of state health in- 
surance none of these plans provide for 
any replacement of income lost through 
disability. 

“The general idea of accident and 
health insurance is so good that no fair- 
minded person could possibly find fault 
with it. Only the details of putting the 
idea into effect might be criticized. This 
is what we should give thought to. Let 
us examine ourselves and see just where 
there might be room for improvement. 
Are the policy forms that we are selling, 
the form which the public really wants? 
Are we giving the quality of service that 
the public feels that it is entitled to? 
Could our marketing methods be im- 
proved.” 

In closing Mr. Hammer quoted from 
the presidential address of Paul Som- 
mers, American of Newark, in his role 
as president of the National Board 
of Fire Underwriters, in which he 
stressed the need for “an enlightened 
public relations program which will en- 
able us to justify intelligently and un- 
selfishly the services we render to the 
insuring public.” Said Mr. Hammer: 

“I think that we can take that state- 
ment unto ourselves. You are the ones 
closest to the public. The company men 
must look to you for suggestions, con- 
structive criticism. Let’s help to make 
this business of ours a better business.” 


“ 





“Count” Mueller’s talk, “The Invisible 
Break,” was as intriguing as his sales 
ideas were helpful. By “invisible break” 
he meant the psychological moment in 
the sale when the prospect is ready to 
sign on the dotted line. The skillful 
salesman instinctively knows when this 
point is reached. Pointers on overcom- 
ing objections were also given by Mr. 
Mueller. 

The remarks of William Dignan on 
sales development are reviewed in this 
issue. 

The Cleveland congress closed with 4 
banquet and entertainment, a pleasant 
social feature. 


mites 
tions 
room 
to the 
Thurs 
the si 
meeti 
impor 
fix a 
secur 
were 
tee m 
mitte 
Goug’ 
Wyor 
Missi 


Qui 
coope 
ing q 
aminz 
ance 
Oklat 
chair 
befor 
tional 
missic 
nac, 
tee is 
the ¢ 
destr 
threa 
ciatio 
groun 
gram 
ventic 
some 
will b 

Re 
_ Cor 


ion t 
draw 





